WHAT? A PERPETUAL SURVEY? ~ H 


Yes, and it covers every subscriber! 


ETTING direct, periodic reactions of 

subscribers and making editorial use 

of facts so obtained is one of the important 

ways to build and maintain specific kinds of 
readership on a solid foundation. 

But— 

Who are the readers attracted by this pub- 
lishing policy? What do they pay for the 
publication ? Where are they located? How 
many? How many renew? 


true picture of reader reaction. For in- 
stance, if the number of subscribers in a 
certain classification has dropped we can 
find out why and correct the cause. Thus 
nearly every paragraph in an A. B. C. re- 


port is a guide to action and improvement. 
Our membership in the Audit Bureau of 
Circulations does more than provide for 
advertisers verified facts about our circu- 
lation figures and methods. 


A. B. C. reports tell all 
that and more. They are 
gold mines of information 
for those advertisers who 
want to buy space intelli- 
gently and wisely. 

This verified data also 


_ gives us, as publishers, a 


A. B.C. PROTECTS 
YOUR ADVERTISING 


Paid subscriptions, renewals, 
evidence of reader interest, 
are among many facts in 
A. B. C. reports that are 
definite guides to effective 
media selection. When you 
buy space in A. B. C. pub- 
lications your advertising 
is safeguarded by audited 
circulation. Always ask 
for A. B. C. reports. 


A. B. C. reports represent a 
continuing research of rea- 
dership that helps us in our 
work of publishing a con- 
stantly improving business 
paper. Both results are es- 
sential to the best interests 
of advertisers. 


The NATIONAL UNDERWRITER 


Member of the Audit Bureau of Circulations Ask for a copy of our latest A.B.C. report 
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A NATIONAL UNDERWRITER PuBLICATION 


Only Book — 
of its kind, showing 


Both | ‘3 | 
Settlement Option 


(Pocket Size 4x 6% Inehes) 





Be Well Prepared in 194] 


with NEW, UP-TO-DATE, 
Facts and Figures that Sell 


Every underwriter has occasions when some little item 
—often a rate, value, or policy point—becomes suddenly, 
most important. One can never predict when this will hap- 
pen. Yet if available, the answer may be just the thing to 
ciose the sale right away—and “‘conditions” may never be 
so favorable again. Thus it is highly important to be well- 
prepared with the facts, at all times. 


Sweeping CHANGES 


Make New Information Essential 








Important changes in rates, reserves, dividends, etc., 
have already been announced or are contemplated shortly 
by more than 50% of the companies—according to a ques- 
tionnaire recently sent out by the American Life Conven- 
tion. Among those reporting major changes are the 
Aetna, Connecticut General, Connecticut Mutual, Equit- 
able Society, New England Mutual, New York Life, 
Northwestern Mutual, Phoenix: Mutual, Prudential, 
Travelers, Union Central and many others. Consider 
what it means to risk misquoting data on companies such 
as these. 


Be sure to specify “THE LITTLE GEM” for 1941 





(Full Preparedness means using the most effective “weapon”) 


To meet the new situation caused by these widespread 
changes, the most effective pocket reference book is the new 
1941 Little Gem. Not only does it provide all the answers 
available from ordinary books, but it also contains numerous 
extra features of real value. 


For instance, the Little Gem is the ONLY book of its 
kind showing the Incomes Payable under contracts issued 
years ago—as well as those now being issued. Indexed by 
dates of issue, this most important information, so helpful in 


Policy Points & ‘‘Practice’”’ (150 com- Direct Reading 
panies ) Tables 
Premium Rates— All Ages (2700 
contracts ) etc. 


The “LITTLE GEM” gives “More on ALL the important subjects! 
Social Security 


Retirement Contracts—costs, values, 


programming and selling the income idea, is available from 
no other similar book. 

Furthermore, the Little Gem covers some 60 extra com- 
panies, gives rates on 864 extra contracts and shows values 
on some 344 more contracts than its principal competitor— 
and that’s approximately 50% more. Not only is the Little 
Gem more comprehensive but it is most carefully planned 
throughout. For instance, it is printed in larger, easier-to- 
read type. It has only ten sections—ten places to look. 
Other books have as many as 17 sections, so the Little Gem 
is obviously easier-to-use, too. Yet it costs no more. 
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(*Analytical Proof Sent on Request) 























r Order Yours Now for Prompt Delivery 


Disability & Double Indemnity Rates 

Cash Values on over 1000 contracts 

Also Values and Incomes at 55, 60 
and 65 


Juvenile, Term, Industrial, etc. 

Settlement Options—Both New & 
Old—274 tables 

Supplemented Monthly by The In- 


Special ‘‘Club Rates 


*” to All Agents 


Net Costs, 
maries 


Net Payments & Sum- 


surance Salesman 
Financial & Business Reports—four 


Rush as soon as ready, (April), at my “club rate” 


vee copies New 1941 “Little Gem” 





Annuity Rates—Immediate & Retire- years, 22 items, and for 228 com- (details on your “‘elub rate’ on request) 
ment panies. 
Special Programming Secticn of War CLAusEes—Special treatment, ons ci TEE Vitle......-. 
over 52 pages—1/3 more than up to date at time of delivery. 
any other ME Si on aoe eek boon eeeeeees Se 
And many aiken want foateres. I ee eee Ee eRe. eee 
Take Advantage of its EXTRA VALUES OP Bll a. xhin coc eives as ote a 


To The National Underwriter Co., Statisticat Division 
420 East Fourth Street, Cincinnati 
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rie NATIONAL UNDERWRITER Life Insurance Edition. 

Office of publication, 175 W. Jackson Blvd., Chicago, Ill, U.S. A. 
1941, 
post office at Chicago, Ill., under Act of March 8, 1 


$3.00 per year (Canada $4.00), 15 cents . copy. 
i 79. 
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Industrial Agent 
Practical Sociologist, 
6. H. Wright Says 


Metropolitan Man Gives 
Baltimore Group Glimpse 
of Debit Work 


BALTIMORE—Some 350 members 
attended the luncheon meeting of the 
Baltimore Life Underwriters Association 
to hear G. Hoyle Wright, superintendent 
of agencies Atlantic Coast territory of 
Metropolitan Life. 

Mr. Wright discussed the place of in- 
dustrial insurance and the job which 
the industrial agent is called upon to do. 

He showed what varied experience 
the industrial agent has and how the 


same agent who sold and collected a 
35 cent a week premium from one pol- 
icyholder also closed a $120,000 business 
life insurance case with the successful 
son of this weekly premium policyholder. 

He spoke of the industrial agent as 
a “general practitioner’ who covers the 
whole gamut of life insurance, and be- 
cause of his association with the masses 
acquires an education in sociology bet- 
ter than any university could give him. 


Weekly Premium Favored 


He showed the need for industrial in- 
surance by calling attention to the fact 
that 19,000,000 families, which affects 
76,000,000 persons, have a total weekly 
income of less than $30. These people, 
he said, have the same need for insur- 
ance as those in the higher brackets and 
they depend on weekly premium insur- 
ance because they cannot handle insur- 
ance on the semi-annual or even monthly 
plan. Were it not for industrial insur- 
ance many of these families would go 
without protection or savings. He called 
attention to the fact that two-thirds of 
the savings bank deposits never accumu- 
late more than $25 and 60 out of every 
100 persons never continue Christmas 
Club accounts. “In a recent survey,” 
Mr. Wright stated, “60 percent of the 
Premium payers claimed they coyld not 
pay for insurance other than on a weekly 
basis and 20 percent more said they pre- 
ferred weekly premium payments.” 


Soldiers & Sailors Relief Act 


oe Mr. Wright touched on the subject of 
Msurance counsellors” saying, “The 
Most definite contribution you may make 
to abolish these counsellors is to render 
: Service to your policyholders that is 
eyond reproach. And, I say to you 
that once you take your customer for 
granted then you do leave an opening 
or a counsellor.” 

Special guests included Commissoner 
Gontrum, Deputy Commissioner Joyce, 
and Samuel J. Fisher, president of the 
ar Association of Baltimore. 

he meeting also paid tribute to W. 
na —_ manager of the Calvert dis- 
rl Metropolitan, who -won the 

eterans Trophy”. of Metropolitan. 

A resolution expressing the approval 


Significant Trends in Life 
Business Are Told by Jaqua 





Life salesmen today need not fear 
the government taking over the busi- 
ness, A. R. Jaqua, associate editor “Dia- 
mond Life Bulletins,” declared in a talk 
at the Saturday Forum conducted by the 
Chicago Association of Life Underwrit- 
ers, in which he gave a number of sig- 
nificant trends in the business which he 
has observed on his trips around the 
country recently. 

“The life insurance institution won’t 
be taken over in my lifetime,” he said. 
“The government may extend social se- 
curity; it may do something about an- 
nuities. In any event, if there should 
be a change, the government would re- 
quire about 150,000 men to run its life 
insurance business, and I will take my 
chances of getting a job in that organ- 
ization.” 


Avoid Complicated Techniques 


He suggested the agents generally 
spend less time in working on pen- 
sion trust cases, elaborate programming, 
group annuities, etc. Very few of the 
men have any business “monkeying” 
with these more complex techniques, he 
said. On the other hand, salary sav- 
ings is an exceedingly “sweet” business. 
It answers a lot of problems in the em- 
plover-employe relationships. 

“Do all you can in this field,’ he 
counseled. ‘However, perhaps only one 
out of every 20 men has the ability and 
time and can afford to monkey with 
these other more difficult selling meth- 
ods.” 

Mr. Jaqua said he has come to realize 
that the policyholder pays all the bills. 
The philosophy of the smart underwriter 
today is not to sell insurance to a client, 
but to buy insurance for a client, to 
serve as his purchasing agent. This has 
a powerful effect on the client’s attitude, 
he said. Agents will find more and more 
of this changed attitude of the salesmen. 

“T don’t know whether this means that 
there will be more brokerage business 
and less loyalty to any particular com- 








of the association of the intent and pur- 
pose of the soldiers & sailors relief act 
and its opposition to any digression from 
the intents and purposes of the bill was 
adopted. 

The resolution states: 

“Because the war risk insurance pro- 
visions are available to the individual 
inducted into the military or naval serv- 
ice, those individuals who desire addi- 
tional protection could secure it from 
that source, consequently there could 
not have been in the mind of Congress, 
any thought of offering a plan for the 
purpose of purchasing new insurance 
and creating an obligation to be assumed 
by the government. 

“Because a lack of understanding of 
the intent and purpose of the bill might 
suggest to the life underwriter an op- 
portunity to secure a volume of tem- 
porary business, and because such activ- 
ity might discredit our business and pro- 
voke adverse criticism; and because tem- 
poraty life insurance with an abnormal 
lapse after one or two years, would be 
detrimental to the interest of the insur- 
ing ‘companies. and the public.” 


pany,” Mr. Jaqua said. “I am just giv- 
ing you the trend as I see it.” 

The business very badly needs and 
soon will have to have some good su- 
pervisors and managers, he commented. 

“There never has been so great a 
scarcity of these in the last 15 years 
as there is now,” he said. “The man- 
agerial end offers more calls now if you 
can show proof you can recruit, train, 
etc. There is lots of room in this field.” 

Mr. Jaqua said he does not know 
whether the companies would train their 
own men more in the future than now. 
He noted that many agents doing $250,- 
000 of business annually have been of- 
fered managerial and supervisory jobs. 
He warned, however, that unless the 
agents have done supervisory work be- 
fore, they should secure six months’ 
leave of absence on salary when they 
are offered such jobs and spend the time 
in agencies learning how to do the work. 
He suggested spending a month in each 
of six agencies, or two months each in 
three. 

He noted that the market for the in- 
dividual underwriter is tending to be- 
come narrower. It is true that social 
security increases the prospects among 
certain classes, but it also takes away 
some of the agents’ prospects. 


Industrial Agents Aggressive 


The industrial life men have made 
tremendous strides in writing ordinary 
insurance, he said. There was a time 
when they were merely urged to do this; 
now they must write ordinary to hold 
their jobs. Another factor pinching the 
ordinary agent is that the C. L. U. peo- 
ple and the larger producers, not find- 
ing enough business among the pros- 
pects with incomes of $5,000 and higher, 
are going into the lower brackets to 
offer their services. 

“The first thing is to recognize these 
trends,” he said, “and then to do some- 
thing about them.” ; . 

He predicted that more regimentation 
and discipline are coming into the busi- 
ness. 

“T see it on all sides, everywhere I 
go,” he said. “The companies won’t let 
a man starve so much any more; how- 
ever, the agents must do certain things 
that are suggested or they must get 
out.’ One company hires every new 
agent for a year on salary. He must 
take a training course and do certain 
prescribed things in his work. After 
the year, he can go on commission if 
he desires. 


Notes Tendency to Specialize 


Another important inclination is for 
the agents to concentrate on a certain 
class of people or way of doing business, 
Mr. Jaqua said. This is becoming more 
and more an era of specialization in life 
insurance selling. He noted the Coun- 
try Life, which operates only in IlIli- 
nois, started in 1929, yet has $153,000,000 
of business in force, solely. through con- 
centrating on farmers and effected 
through the farm bureau. Another com- 
pany is the Southwestern. Life of Texas, 
which -operating in that state, has done 
much business on salary savings and 

(CONTINUED ON PAGE 10) : 





Gives New Hope for 
Exempting Coverage 
fo Pay Estate Tax 


Rep. Disney of Ways and 
Means Committee Favors 
“Serious Attention” 


NEW YORK—Estate tax exemption 
for life insurance earmarked to pay 
estate taxes will get “the most serious 
attention” if Representative W. E. Dis- 
ney, majority member of the house ways 
and means committee, has his way. 
Disney’s statement, given in an address 
before the New York City Life Under- 
writers Association, was of particular 
interest to the life insurance business, 
since a thoroughgoing revision of the 
federal tax structure is expected to orig- 
inate in the ways and means committee 
in about a month. He intimated that 
previous proposals had failed not 
through lack of merit but because of 
pressure for the revenue act to which 
the insurance amendment was to have 
been attached. 

While not committing himself to vote 
for a measure exempting insurance ear- 
marked for estate tax payment, Disney 
made out an excellent case for special 
treatment for insurance used for this 
purpose. After mentioning his own 
stake in insurance as a policyholder and 
the fine record of the institution during 
the depression, Disney touched on the 
revenue-raising problem which his com- 
mittee is now facing and its relation to 
life insurance. If the ways and means 
committee is to do its job properly and 
initiate foreign revenue legislation it is 
necessary not only to provide revenue 
but the sources of revenue must be pro- 
tected and preserved, he pointed out. 


Prefer Minimum Disturbance 


“T believe we may assume with assur- 
ance,” he said, “that those believing in 
the collection of estate taxes will always 
be inclined to see them assessed and 
collected without disturbance, certainly 
without destruction of the many worth- 
while business enterprises that are func- 
tioning in this country. After all, the 
approach should be for continuing rev- 
enue, neither punitive nor destructive in 
character.” 

“Individual proprietorship supported 
by vigorous personal initiative built this 
country,” Disnev continued. “There 
must be survival of that proprietorship 
and initiative if the nation is to continue 
on a firm foundation. The man who has 
built up a sound business for himself 
should have the opportunity of protect- 
ing that business against ‘serious injury 
or destruction when he is gone. There 
is an. important. class. of prospective 
decedents in this. country who have the 
fruits of their. labor: invested, in .going 
concerns and productive enterprises, the 
preservation of which is. of vital impor- 
tance not merely to them and. their .sue- 


22:7 (CONFINUED. ON PAGE. 10)... 
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San Francisco Forum Views 
Many Pressing Problems 


SAN FRANCISCO—Trends and 
problems confronting the life under- 
writer, government insurance and com- 
petition, changes in taxation, public rela- 
tions, prospecting opportunities, recent 
rate changes and agents’ compensation 
were discussed at the Underwriters’ 
Forum sponsored here by the San Fran- 
cisco Life Underwriters Association, the 
Quarter Million Round Table and the 
San Francisco C. L. U. chapter. Fred 
Wiley, unit manager Equitable Society, 
was general chairman. 

Hubert McLellan, assistant manager 
Metropolitan Life, presided at the first 
session at which Harry N. Lyon, 
Fidelity Mutual, chairman Quarter Mil- 
lion Round Table, discussed “Govern- 
ment Insurance and Competition”; T. A. 
Gallagher, assistant manager Prudential, 
“Changes in Taxation which are |mpor- 
tant to Underwriters’; and Arnold 
Grunigan, investment banker, “The In- 
vestment Banker Puts Overalls on the 
Dollar.” Professor Rex Harlow, Stan- 
ford University, president American 
Council on Public Relations, spoke at 
the dinner on “Public Relations and the 
Life Underwriter,” after which an open 
forum discussion was held. 


H. E. Anderson Presides 


H. E. Anderson, New York Life, vice- 
chairman Quarter Million Round Table, 


presided at the last session. J. M. 
Hamill, Equitable Society, covered 
“Prospecting Opportunities in 1941”; 


A. B. Brown, assistant actuary Metro- 
politan Life, “The Reasons Behind the 
Recent Rate Changes and New Trends 
Which May Appear in 1941”; Harold 
Haas, deputy insurance commissioner, 
“What the State Is Doing to Protect 
Your Business”; and L. M. White, 
Northwestern Mutual Life, “The Agents’ 
Compensation problem.” F. T. Letch- 
field, consulting engineer and assistant 
vice-president, Wells Fargo Bank, spoke 
at the luncheon on “Scientific Research, 
the New Frontier,” followed by open 
forum. 

In discussing “Government Insurance 
and Competition” Mr. Lyon predicted 
the coverage for service men will stimu- 
late insurance sales as it did in 1917. By 
issuing $10,000 policies, the sights of the 
average man as regards life insurance 
value are raised. The soldiers’ and sailors’ 
relief act will increase the cost of hand- 
ling such policies because of the vast 
amount of bookkeeping and auditing in- 
volved. The social security law stimu- 
lates interest in retirement income 
plans. He urged agents to be alert in 
protecting life insurance against govern- 
ment’s intrusion. 


Plea for Public Relations 


Professor Harlow made a strong plea 
for proper public relations, pointing out 
that they must be honest and frank and 
informative. 

In stressing the need for definite pros- 
pecting plans and quotas, Mr. Hamill 
pointed out that the smartest men in the 
business spend from 50 percent to as 
high as 75 percent of their time in pros- 
pecting. 

Reduced interest yield on investments 
is the main reason for recent rate 
changes, Mr. Brown said. “This reduc- 
tion in earned interest rate, although not 
yet at an alarming point, must be recog- 
nized.” He pointed to the importance 
of earned interest in considering op- 
tional modes of settlement. Because 
life insurance investments are long term 
any improvement in interest return will 
necessarily be gradual. There seems to 
be no indication of a rise in the current 
interest rates. With the large borrow- 
ing by government, everv effort will 
be made to maintain low interest rates. 
Life companies can adjust themselves to 
these ‘changed conditions. but it means 


an increase in the cost of life insurance 
to the public. 

Last year was marked by more 3% 
percent companies changing to a 3 per- 
cent reserve basis, increases in premium 
rates for single premium insurance poli- 
cies and perhaps their discontinuance; 
if not entirely, then the single premium 
endowments; more changes to place the 
optional settlements on a reduced in- 
terest basis of 2% per cent; further limi- 
tations on investment contracts, advance 
premium payments, and other sources 
of new funds seeking investment, Mr. 
Brown pointed out. 

Life companies are founded on con- 
servative principles and even if the in- 
terest rate goes lower, the companies 
have ample margin from other sources, 
Mr. Brown declared. 


Views Compensation 


In discussing agents’ compensation, 
Mr. White said the reaction of “violent” 
agents and the “mossback” school of 
home office officials has produced the 
appearance of a contest between sales 
and management to the detriment of the 
whole problem. He reviewed the prob- 
lem from three angles: Sales, manage- 
ment and the buyer. 

Salesmen feel that the old traditional 
commission system is now outmoded as 
the modern agent’s conception of service 
is greater. The old-time agent knew 
little and cared less about optional set- 
tlements, trust arrangements, tax prob- 
lems, business agreements, and all the 
rest of the time consuming functions of 
today. The old timer spent 90 percent 
of whatever business time he did spend 
in pure selling. The better the modern 
agent becomes, the larger. his clientele 
becomes, and especiallv the older that 
clientele becomes, the less time he has 
left for selling. Yet the agent’s renewal 
income ceases at the very time his best 
quality selling has started to prove its 
aualitv, by staying in force beyond the 
10th year. 


Offered No Plan 


The agent is encouraged to sell retire- 
ment plans to employed groups, yet he 
is offered none by his own institution. 
The arguments of holding down turn- 
over, building loyalty and paying in old 
age a continued wage for the active 
years that an employe has given his firm 
are just as valid for the insurance agent 
as they are for the faithful employe of 
some store or factory. Today’s agent 


is greatly perturbed about the compensa- 
tion structure upon which he stands. 
He has finally sold himself, as well as 
his prospect, upon the fear of financial 
insecurity. He is thinking mainly of 
himself, and some of his arguments are 
sound—some of them are weak. And 
none of them seem to consider the 
buyer, Mr. White pointed out. 

Management protests that “the law 
won’t allow it”; that “we have made 
America the best insured nation on earth 
under the old system—why change?” 
Life insurance men are the best paid 
salesmen, if they really get out and sell. 
Too many agents get lazy as they get 
older; let them make way for younger 
and better men. You get paid for serv- 
icing by new business from the case,” 
management argues. 

The buyer, Mr. White said, is even 
less interested in sales and management 
than they are in him. His main contact 
is with sales. He gives prestige to man- 
agement but withholds it from sales. 
Why is this? It is because management 
still recruits agents by the thousands, 
still maintains pressure for volume. 
Although there are many agents who 
have personal prestige with their clients, 
the average agent still does not have 
prestige with the average buyer. The 
buyer, therefore, will argue from this 
conception if and when he does enter 
this discussion. “And, under today’s 
trend of thought, he may neatly close 
all argument by simply saying ‘let’s let 
the government do it.’” 


Suggestions Presented 


In presenting suggestions for a re- 
vised compensation system, Mr. White 
said the income of the “career agent” 
should be stabilized. It should eliminate 
the poor agent which in turn will raise 
the prestige of sales with the buyer and 
quite likely decrease his insurance costs. 

Mr. White suggested that good agents 
‘be paid more and poor agents less. The 
good agent can be determined by grad- 
ino him according to many factors, in- 
cluding size and type of policy sold, 
collection frequency, persistency, total 
premiums and volume. He will be re- 
warded each vear. and credits will be 
allowed for increasing seniority. He 
favors reducing the amount of present 
vested commission interest. which would 
be replaced with continual service fees 
on the agent’s own business and on 
orphaned business his vearly grading 
allots to him. Orphaned business should 
not be given to first year agents for 
the buyer’s sake. “Pay renewals and 
service fees evenly thronghout the 
graded vear. Pay bonuses for particu- 
larly profitable business; assess debits 
for unprofitable business. Give. or al- 
low the agent to buy. group disability 
and death insurance. By all means cap 





Great-West's U. S. Managers Meet 








Be 


United States managers of Great-West Life held their annual conference with home 
Seated at the banquet table, from left to right, are H. F. 


office men in Chicago. 
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Bennyhoff, Decatur, Ill.; Earl M. Schwemm, Chicago; C. G. Liemandt, St. Paul; 
Gordon Cantelon, Chicago; C. T. Milner, Flint; Hershel Brown, Kansas City; R. C. 
Frasier, Chicago; M. I. Lindsey, Minneapolis; Val E. Schwertzer, manager group 
department, Winnipeg; Carl B. Devol, Grand Rapids; R. W. Ford, Chicago; H. A. H. 
Baker, assistant general manager and superintendent of agency, Winnipeg; F. M. 


Wilson, Lansing; H. O. Anderson, Fargo, 


N. D.; Anthony Finberg, St. Paul; Sol 


Sackheim, Chicago; R. W. Simpson, Chicago; Arthur P. Johnson, Detroit; Carl 
Sichling, Belleville, Tll., and D. R. Ferguson, superintendent of field service, Winnipeg. 





Wright, Johnson and 
Zimmerman to Talk 


at Wichita Congress 


WICHITA, KAN. — A preliminary 
outline for the mid-year meeting of the 
National Association of Life Underwrit. 
ers here March 27-29 has been ap. 
nounced. A one-day managers seminar 
will be held on March 27 conducted }y 
the Sales Research Bureau. On March 
28 while the national council is in ges. 
sion, general agents and managers ar 
planning to hold company meetings, The 
three-day gathering will close witha sales 
congress on March 29. H. T. Wright 
Equitable Society, Chicago, president 
National association; Holgar J. Johnson 
president Institute of Life Insurance 
and past president of the National asso. 
ciation, and C. J. Zimmerman, Connecti. 
cut Mutual general agent, Chicago, jn. 
mediate past president of the National 
association, are among the _headlip- 
ers scheduled to talk. 

Mr. Johnson will speak at the sales 
congress luncheon and his talk will be 
broadcast. 

The Allis Hotel has been announced 
as headquarters for the N. A. L. U, and 
the Lassen Hotel for the sales congress, 
Other than the noon luncheon meeting 
at the Lassen, sales congress meetings 
will be at the Wichita Forum. 

Plans for making state and regional 
associations more effective will be pre- 
sented by E. H. Schaeffer, Fidelity Mu- 
tual Life, Harrisburg, Pa., chairman of 
the committee in charge of that work, 
at the mid-year meeting of the national 
council of the National Association of 
Life Underwriters in Wichita and also 
at an evening meeting there of state 
presidents. 

Last December Mr. Schaeffer sent to 
all state presidents a questionnaire ask- 
ing suggestions as to how the state 
association can be made an integral part 
of the National association structure in 
fact as well as in name; how it can func- 
tion more effectively in establishing new 
local units and in increasing membher- 
ship of existing groups; establishing 
more efficient cooperation with and be- 
tween member associations: whether 
they favor an amendment to the Na- 
tional association constitution making 
compulsory local association member- 
shin in state associations where they 
exist, and hest methods of financing 
state organizations. 

The replies are now being tabulated 
and will form the bases for the recom- 
mendations Mr. Schaeffer will make at 
the Wichita meeting. 














the whole compensation system with a 
contributory retirement plan, which will 
vest in the agent after age 55, or after 
20 years, with five year ‘step-ups’ for 
continued service thereafter. Allow 
‘service credits’ to veterans at installa- 
tion of a retirement plan.” : 
Mr. White also discussed a revised 
compensation plan in its relation to the 
brokerage problem. This situation, he 
said, is not the fault of managers 0 


brokers but is directly traceable to man- | 


agement at home offices. Such compet 
tion from brokers is just one more typt 
of outside competition the loyal, hard 
working agent must face. He urged 
agents to keep the compensation quts 
tion alive because “management wl! 
not change its traditional thinking unless 
it is forced to do so. Either we must 
do it or our buyer will do it for us. 


—_—-- 


Iowa Plans New Drive 


DES MOINES—A _ drive agains, 
unlicensed companies and. so-calles 
benevolent associations selling illega 
policies is being intensified by the Towa 
department. Commissior.er Fischer . 
nounces that stronger methods will ¢ 
used. The attorney-general and count) 
attorneys: will be called: upon to aid in 
the drive, 
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Texas Field Staff 
Holds Conference 


President Lacy of 
California-Western States 
Life Addresses Rally 


The Texas staff of California-West- 
ern States Life held a three-day manag- 
er’s conference in San Antonio, with 17 
branch and unit managers present, dis- 
cussing agency development plans. O. 
J. Lacy, president; Ray P. Cox, vice- 
president, and Ernie Guttersen, inspec- 
tor of agencies, attended from the home 
office, and Balie Cantrell, Texas super- 
visor, took part. ; ae 

President Lacy reviewed accomplisn- 
ments of 1940, which was the best year 
in the company’s history. Texas agen- 
cies were responsible for 18 percent of 
the gain in new business. ; 

Because of conditions in developing 
Texas which made it impossible for 
Texas agencies to compete with others 
on an equal footing, President Lacy 
said, he devised a ‘“Texas President’s” 
trophy, which went to the Houston 
agency. A trophy banner was awarded 
the San Antonio agency which was the 
only agency that qualified for four 
months in 1940 as the outstanding 
agency. 

Predicts 50% Increase in Texas 


Mr. Guttersen expressed opinion that 
the greatest development in life insur- 
ance in the next five years will be in 
Texas and other southwestern states, 
due to shifting of industries to the south- 
west and industrial development occur- 
ring in that section, He predicted there 
will be a 50 percent increase in written 
business in Texas in the next five years 
as compared to his estimate of 10 per- 
cent increase in the nation as a whole. 

Vice-president Cox spoke to the San 
Antonio agency, emphasizing they must 
redefine their work, must realize that 
calls, interviews and prospecting pay. 

He dwelt on the importance of habit. 
The first principle of making a sale, he 
said, is to make enough contact ap- 
proaches. Approaches should be varied, 
as should interview sellin and closes. 

Mr. Guttersen closed with a presenta- 
tion of elements making for success of 
the life agent. Qualities of success are 
ability, reliability, endurance and action. 





Service Coverage Policies 
Average $5,000 for 100,000 


WASHINGTON, D. C.—Life policies 
taken out by enlisted men and officers of 
the army under the national serv- 
ice life insurance act average $5,000. 
More than 100,000 men have taken ad- 
vantage of the opportunity to secure 
protection since the law went into effect 
last October, the War Department re- 
ports. 

The total coverage of approximately 
$500,000,000 represents only a fraction 
of the volume which is expected when 
the army reaches its full strength of 
1,400,000 men in coming months, since 
only a small proportion of the first year’s 
conscripts were inducted into service 
during the first four months of the com- 
pulsory training system. Men entering 
the army have a period of 120 days in 
which to apply for insurance. ° 

So far, it has been impossible to make 
an estimate of the percentage of draftees 
and National Guard members who will 
take out insurance, but indications are 
that it runs high. Under the five-year 
training plan, which calls for the induc- 
tion of approximately 1,000,000 men a 
year, the government looks forward to 
an insurance responsibility running into 
many billions of dollars, and the volume 
may be further materially increased un- 
der proposals now being considered to 
increase the strength of the army to 
2,000,000 or possibly as much as 2.800,- 
000 if European war conditions indicate 


a need for the quicker buildi 
armed forces, . iiniiecieaiaaibias 





Boost Oklahoman for 
N. A. L. U. Trustee Post 








TOM B. REED 


The executive committee of the Okla- 
homa City Life Underwriters Associa- 
tion has launched a campaign in behalf 
of Tom B. Reed for trustee of the Na- 
tional Association of Life Underwriters. 
This is one of the earliest political an- 
nouncements. The only other campaign 
that has as yet been organized is that 
for W. Rankin Furey, Berkshire Life, 
Pittsburgh. 

The Oklahoma City people feel that 
Mr. Reed is particularly suited because 
he is an outstanding personal producer; 
that wherever possible it is wise to 


select a rate book man for National 
association leadership. 
Mr. Reed, who represents Great 


Southern Life in Oklahoma City, is a 


Cunneen Warns 
Against Moves for 
Federal Control 


Predicting that the recent attacks on 
life insurance may bring some form of 
federal regulation, Terence F. Cun- 
neen, executive assistant for insurance 
in the Chamber of Commerce of the 
United States, spoke before some 400 
stock fire and casualty men in Boston 
on “Insurance in the National Business 
Construction.” 

In the long expected report of the 
Securities & Exchange Commission to 
be released in a very near future, Mr. 
Cunneen warned that the report possi- 
bly will carry suggestions that may 
forecast legislation for federal supervi- 
sion. He called attention to the re- 
cently adopted resolution of the United 
States Conference of Mayors request- 
ing a congressional investigation of fire 
insurance. 

The speaker referred to the insurance 
activities of the national chamber and 
told of the standard program in the in- 
surance section. He reviewed its op- 
eraticns in the fields of fire prevention, 
health conservation, legislation and in- 
surance education of policyholders. He 
said that the chamber’s insurance pro- 
gram is unique in that it has the coop- 
eration and support of all branches of 
the insurance field. 








life member of the Million Dollar Round 
Table. He was one of the members 
who appeared on the round table hour 
at the National convention at Philadel- 
phia last fall. He has always taken an 
active part in the Oklahoma City Life 
Underwriters Association and this vear 
is a member of the program committee 
A committee of the Oklahoma City 
association will be formed shortly to 
advance the campaign for Mr. Reed. 








check. 


millions. 
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WILLIAM Hi. KINGSLEY 
Chairman of the Board 








POLICY No. 1,000,000 


A certain Bostonian, on July 1, 1915, was insured in our 
company for $5,000, at age 29, on the Optional Term Ten 
Year Plan, the beneficiary being his fiancee. 
614 years’ premiums he converted the contract to an Ordi- 
nary Life policy, for the same amount, at age 35, the same 
beneficiary, his fiancee having become his wife. 


He died in December of 1940, of coronary thrombosis, 
and the widow elected to have the net proceeds of this policy, 
amounting to $5,034.10, combined with the proceeds of 
another policy the insured had carried. The net proceeds of 
$9,992.55, held by the company under one of the optional 
income modes of settlement, enable us to send her a quarterly 


There is nothing extraordinary about this case, except the 
fact that the policy happened to be numbered one million. 
But it serves to illustrate the fact that life insurance is not of 
greatest value in its extraordinary phases, or under remark- 
able circumstances. Life insurance is most important because 


of its ordinary day-by-day job of affording security to the 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


After paying 
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JOHN A. STEVENSON 
President 














Take Advantage of 
Rising Market—Hill 


Northwestern Mutual 
Agents Hold Tri-State 
Gathering at Cleveland 


CLEVELAND — Urging agents to 
take advantage of the increasing market 
for life insurance, Grant L. Hill, direc- 
tor of agencies concluded the tri-state 
convention of Northwestern Mutual 
Life producers by emphasizing the need 
for studying records and eliminating 
bottlenecks in production. Agents from 
Michigan, Indiana and Ohio attended 
the two-day gathering. 

R. P. Thierbach, Cleveland general 
agent, in discussing the convention 
theme, “Life Insurance—Morale De- 
fense,” pointed out that life insurance 
epitomizes unity. It has no racial, re- 
ligious, section or age barriers. The rich 
and poor, powerful and weak, man and 
woman meet on a common footing. 

The meeting got under way with two 
luncheon meetings. Russell E. Werts, 
Akron, general agent, presided at a gen- 
eral agents gathering and C. A. Seys, 
Grand Rapids, at a general luncheon. 
At the latter Prof. Russell Weisman, 
economist and Cleveland “Plain Dealer” 





columnist, painted a pessimistic war 
picture. 

Over-Age Employe Problem 

E. M. Klein, Cleveland, discussed 


“Pension Trusts.” There are three so- 
lutions to the over-age worker problem: 
(1) Keeping the over-age employe on 
some easy Job; (2) voting him a pen- 
sion; (3) firing him. The first and sec- 
ond are expensive and the third is 
unjust. A retirement plan provides the 
right answer to write off obsolete man 
power and to replace it with fresh young 
blood without any injustice. 

John J. Hughes, assistant director of 
agencies, showed that the company re- 
ceived over two and one-half times as 
much income from premiums as from 
investment earnings, in pointing out the 
difference between a life company and 
a bank or similar institution. 


Can Meet Broad Competition 


Baby bond competition, which has 
bothered some agents, can be met, Mr. 
Hughes said. Great amounts have been 
invested in these bonds and 72 percent 
of the buyers are repeat buyers. Much 
of this money would have gone into life 
insurance if the people had understood 
its advantages better. B-h-- bonds have 
been ruled as a part of the estate and 
must revert to the heirs after tax, not 
to a beneficiary as in the case of insur- 
ance. Furthermore the surrender charge 
on baby bonds is more than that of in- 
surance. Mr. Hughes cited various pol- 
icies and showed that it would take many 
years for the bond to have the same 
value as the insurance policy. 


Recruiting Discussed 


W. W. Lundgren, assistant director 
of agencies, discussed recruiting and 
management and the problems involved. 

R. K. Davis, Findlay, won the Ohio 
district agents induction cup. D. C. 
Eckert of Gary, Ind., won the Indiana 
development plaque. 

Frank Shotwell, New Ph#adelphia, O., 
and Preston White, Lorain, O., gave a 
recruiting book demonstration. W. C. 
Dunbar, Fort Wayne, president district 
agents association, told of association 
progress. 

At the banquet with Mr, Thierbach 
as chairman, Mayor Blythin of Cleve- 
land welcomed the guests and E. J. Phil- 
lips, Cleveland attorney, spoke on “Dem- 
ocracy Shall Not Perish.” 


Ricker Discusses Options 


H. L. Cramer, South Bend general 
agent, presided at the second session. 
Ricker, assistant secretary, dis- 
cussed the “American Family Defense 
(CONTINUED ON PAGE 11) 
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Adams in Attack on 
Innuendoes Hurled 
in TNEC Inquiry 


Tells Philadelphia Con- 
gress Withheld Report 
May Have Repercussions 


PHILADELPHIA — Claris Adams, 
president Ohio State Life, warned agents 
the SEC report on the TNEC investiga- 
tion of life insurance may hold tremen- 
dous repercussions, at the annual sales 
congress of the Philadelphia Association 
of Life Underwriters. He is past gen- 
eral counsel American Life Convention. 
Mr. Adams said the life insurance busi- 
ness is confronted with a grave problem 
in the falling interest rates. 

Mr. Adams brilliantly defended the 
business and field force against the 
charges raised in the TNEC investigation. 
He pointed out that in an era of social 
ferment it is not strange that life insur- 
ance should harvest its crop of critics. 
The business has no fault to find with 
genuine fact-finders. 


Initial Tack Abandoned 


He said the inquiry was started on the 
concept that life insurance was too large, 
that the concentration of 30 billions in 
one industry constituted an economic 
power dangerous to the common weal. 
But this phase was abandoned when the 
business justified its investment pro- 
gram and proved conclusively it was 
merely the trustee for this large fund; 
that “our business was to earn interest 
so that the cost of life insurance will not 
be out of the reach of the average man.” 

The institution has been tested by 
war, pestilence, panic, “and now by the 
falling interest rates of the last 20 
years,” he said. In 1929, the majority 
of the 26 large companies under the 
TNEC survey earned over 5 percent; in 
1939, not one earned as much as 4 per- 
cent. This reduction of 1 percent in in- 
terest made a difference of $22,000,000 in 
dividends to one company alone, he ex- 
plained, and for all companies has made 
more difference than 1 percent drop ef- 
fected in mortality. 

Easy money and low interest rates ex- 
isting today are an indirect tax on life 
insurance, he argued. Low interest 
rates have cost the 65,000,000 life insur- 
ance policyholders $250,000,000 in the 
last 10 years. 


Criticism Found Unjustified 


_ No valid criticism of the companies 
investment side ‘could be made, Mr. 
Adams said. Less than % of 1 percent 
of assets were invested in stocks that 
carry voting power; institutions other 
than life insurance held 76 percent to 91 
percent of these securities. In no case 
did any life company hold a controlling 
interest. 

_ “The TNEC investigation gave life 
insurance a clean bill of health, but it 
has since gone far afield. Its report has 
been written but has been held up be- 
cause it did not satisfy those who are 
not members of the SEC. When it ap- 
pears it may be of vital importance to 
the men in the field.” 

Mr. Adams felt life insurance has 
done a great thing in giving American 
business the record of stewardship of 
the last 20 years. 

The charge - that the American 
agency system was inefficient and ex- 
travagant, he -felt, was refuted by the 
record of the system itself. Claims that 
the system loads up policyholders be- 
yond a point where thev can carry the 
insurance, resulting in lapses, he said 
are not indicative of the practices of any 
reliable company. Nothing is watched 


more carefully, no problem receives 
more attention from the companies than 
over-insurance, for the highest mortal- 
ity losses occur from this cause. 

He assailed the method in which the 
investigation raised the question of mil- 
lions of dollars lost to policyholders in 
lapses. He said if a man took a $1,000 
policy, paid one month’s premium and 
then dropped the policy, it was wrong 
to say he had lapsed $1,000. ‘The only 
true basis of lapsation,’ he argued, “is 
the premium basis.” On_ this basis 
lapses amounted to only 1% percent, 
which, “while still too high, compares 
favorably with anything sold on the in- 
stallment plan in the United States. 

“They charge that we try too hard to 
sell too much. If this means persist- 
ency, that is an ingredient of all success- 
ful selling. It was the persistency of 
the agent that insured America, 

“If the charge is that the 150,000 
agents preach the gospel of thrift and 
providing for one’s families, we proudiy 
plead guilty. The life insurance agent 
built this bulwark of social defense for 
America. The agent is worth what he 
costs America. 

“If there was no agency expense, pre- 
mium costs would not be reduced 10 
percent over a 20-year period. And for 
that 10 percent, we get a nation insured. 


Agency System Is Backbone 


“The American agency system is the 
backbone of life insurance.” 

The business must solve its problems, 
he warned. Too much money is going 
to incompetent agents for unsatisfactory 
business. f 

I. S. Kibrick, Brockton, Mass., mil- 
lion-dollar producer New York Life, 
said the main motivating influence is the 
same today as 150 years ago—love of 
family. “Only the superficial things 
change. Our profession is built upon 
things that are and always will be. No 
matter who he is, everyone loves his 
wife and children,” 

Kibrick had no sympathy for the 
theory that a change is imminent, or for 
pessimism over conditions. “This coun- 
try is not going to the dogs. No matter 
what happens to our economic system, 
life insurance will be safe. It will be 
safe because more than half of our pop- 
ulation have it. Part of our job is to 
build faith in people.” 

Competition today is almost non-ex- 
istent. People are thinking of the un- 
changing things in life more today than 
ever before. 


Important Defense Medium 


Life insurance is in the very forefront 
of defense—defending American fami- 
lies. “The Army and Navy are defend- 
ing us as a unit. We are defending 
each family individually when we sell 
a policy.” . 

The life agent helps to prevent in- 
flation by removing money from con- 
sumer circulation and placing it in sav- 
ings. He is selling smaller policies but 
having prospects pay two years’ pre- 
miums instead of one. 

C. J. McCole, district manager Mu- 
tual Life of New York, Wilkes-Barre, 
Pa., said the life agents have much for 
which to be grateful. 

W. H. Kingsley, board chairman Penn 
Mutual Life, who started in business as 
an orphan lad of 15 more than 50 years 
ago as a $5-a-week office boy with 
Penn Mutual, received a combination 
birthday and Valentine’s Day present 
from the association. 

He was presented the annual “Presi- 
dent’s Cup” “for meritorious and sus- 
tained activity on behalf of the institu- 
tion of life insurance.” Seated at the 
head table were the four previous recip- 
ients of the honor, Dr. S. S. Huebner, 
Louis Paret, Irvin Bendiner and Mil- 
lard Orr. Mr. Paret, past president, 
who is in his 50th year of life insurance, 
made the préséntation, telling of Mr. 
Kingsley’s wide spread of activities. 

Mr. Kingsley, in a brief acceptance 
talk, said much credit for what he had 
done should go to his colleagues. - In 
the past it was easy to absorb things, 
he said. The present era is different, 
requiring a great deal of concentration. 

E. L. Reilly; president, - presided. 
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FINANCIAL STATEMENT 
DECEMBER 31, 1940 








ASSETS 
United States Government Bonds................ $ 74,612,681.00 
Consolidated Federal Land Bank Bonds.......... 516,418.25 
Municipal Bonds (No default of Principal or 
ID e's Sb 0 os ae pare PaCS ea ae 5,450,511.63 
First Mortgage Loans on City Property........... 69,806,700.28 
First Mortgage Loans on Farm Property.......... 1,773,254.05 
IS 505. 5058.12 bn nen es ales end eas 7,986,811.03 
eee ee re 8,869,658.81 
PS «cw cg i cece see cc cen ceeces 909,513.19 
NE aha ye keeles BAe 9,149,408.13 
Real City Property Sold on Contract.......... 2,553,895.67 
NN FO COC 119,403.92 
Estate | Farm Property Sold on Contract......... 36,476.92 
Home Office Property.................. 1,100,000.00 
Cash on Deposit in Banks....................... 1,565,482.06 
Net Uncollected and Deferred Premiums......... 2,423,464.50 
Accrued Interest on Investments................ 1,898,572.97 
TOTAL ADMITTED ASSETS.................... $188,772,252.41 
LIABILITIES 
Reserves for Protection of Policyholders.......... $155,559,758.46 
Premiums and Interest Paid in Advance......... 696,851.93 
Reserves for Taxes and Incurred Unpresented 
. I gh 5g Ge dir te hada igcy SO ates 1,535,642.70 
Securities Fluctuation and General Contingency 
CN i ay ya eae ee ee eae 3,192,518.59 
Pee ree 27,787,480.73 
poopy ME 8). Sree $188,772,252.41 


INCREASE IN ASSETS—$7,877,198.67 
INCREASE IN INSURANCE—$54,879,062.00 
TOTAL INSURANCE—$993,552,639.00 


NOW ... OVER A BILLION DOLLARS INSURANCE IN FORCE 
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New Statements Reveal 
1940 a Constructive Year 


Assets of Metropolitan Life in its new 
statement are $5,357,791,636 compared 
with $5,141,986,181 the previous year. 

Surplus amounts to $323,870,084 com- 
pared with $309,717,567 the previous 
year. In addition there is special sur- 
plus funds of $16,370,000. 

Insurance in force reached a new high 
of $23,923,784,178, an increase of nearly 
$600,000,000. 

Paid for business was $1,708,837,245 
as compared with $1,998,032,098 the pre- 
vious year. Insurance in Metropolitan 
is held by more than 28,500,000 persons. 

New ordinary issued in 1940 was $935,- 
820,230, industrial $595,495,124 and 
group $177,523,891. Of the insurance in 
force, $12,268,031,262 is ordinary; $7,- 
505,005,064 industrial and $4,150,747,852 
is group. 

Payments to policyholders and bene- 
ficiaries amounted to $608,993,958 which 
was at the rate of $5,024.70 a minute of 
each business day. ; 

Metropolitan has set aside $112,417,- 
253 for dividends payable in the current 
year and with the addition of dividends 
which will accrue in 1941, the company 
expects to pay out about $117,000,000 
or about the same as the 1940 payments. 

Since 1930 Metropolitan has added 
more than $5,000,000,000 to its insurance 
in force and paid policyholders and bene- 
ficiaries more than $5,250,000,000. ; 

While there is a minor reduction in 
the interest factor most policyholders 
will receive higher dividends than they 
did last year and none will receive less. 
The basis for mortuary, maturity and 
settlement dividends payable on ordi- 
nary policies has been changed from a 
percentage of the reserve to a percent- 
age of face amount. While there will 
be a slight average reduction in these 
dividends the change in basis will re- 
sult in higher payments on low-reserve 
contracts like ordinary life and lower 
payments on high-reserve forms like 
endowments. 


NEW ENGLAND MUTUAL LIFE 

Assets and insurance in force of New 
England Mutual Life increased in 1940 
to the highest points in history. In the 
11 years since 1929, insurance in force 
has increased 33 percent to $1,607,000,- 
000, while assets have more than 
doubled. 

Assets now $502,000,000, increased 
$33,000,000. Surplus funds stand at 
$21,314,000, of which $4,000,000 has been 
set apart as a special real estate and 
mortgage fund. Surplus funds are ex- 
clusive of $8,500,000 appropriated for 
dividends to policyholders. 

The 30,702 new policies totaled $114,- 
089,000 of insurance, plus 2,257 annuity 
contracts. Half of the new insurance 
was issued to persons under 35. 

Insurance terminated was nearly the 
lowest, in relation to insurance in force, 
in history. Surrenders decreased 11 
percent from 1939; lapses were 8 per- 
cent lower, and reductions in continued 
policies were 11 percent less. Due to 
the most favorable mortality experience 
in 20 years, death claims amounted to 
7 percent less. Endowments paid in- 
creased 6.6 percent. 

Government bonds form 18.5 


percent of total assets, compared with . 


10.8 percent five years ago; railroad 
bonds, 12.8 percent compared with 16 
percent in 1935; public utility bonds, 
22.1 percent, compared with 12.8 per- 
cent; mortgages, 8 percent; a reduction 
from 13.9 percent. Policy loans were 
8.9 percent, compared with 16.2 percent 
in 1935. 

Since 1929 the company has paid pol- 
icyholders and beneficiaries practically 
$400,000,000, of which $38,000,000 was 
distributed in 1940. During the century 
since its organization, the total paid, 
including $214,000,000 in dividends to 
policyholders, has amounted to $750,- 
000,000. This sum, together with legal 
reserves and other assets now held in 





. 053,258. 


trust to carry out the obligations of 
present contracts, exceeds total premi- 
ums received by $164,000,000. 


NATIONAL LIFE & ACCIDENT 


_ Assets of National Life and Accident 
increased $10,861,091 to a high of $83,- 
468,930. The company paid beneficaries 
or credited policyholders’ reserves with 
more than $17,400,000. Insurance in 
force increased $64,608,069 to $771,474,- 
205. The company has an epidemic re- 
serve of $1,000,000 and an investment 
fluctuation fund of $2,000,000. 

_ The addition to the home office build- 
ing now under construction will be 
ready for occupancy by late summer, 
reports C. A. Craig, chairman of the 
board. 


HOME LIFE OF NEW YORK 


An increase of insurance in force for 
1940 of $16,794,159 is reported by Home 
Life of New York. Responsible for the 
increase was a gain of 3.82 percent in 
new paid business and conservation 
work of general agents, agents and 
cashiers. 

New business lapse ratio was reduced 
to 13.2 percent in spite of the substan- 
tially larger amount of business ex- 
posed. New business was $43,609,392 
compared with $42,003,528 in 1939. The 
average size policy was $6,170, an all- 
time high. The number of $1,000 pol- 
icies sold has been reduced and more 
business is being paid for on a semi- 
anuual or annual premium basis. These 
trends have improved persistency and 
reduced expenses. Mortality was 53.3 
percent. 

In spite of a substantial increase in 
assets surplus increased to the highest 
in history. For 10 years surplus to as- 
sets has continued at 4 percent. Assets 
totaled $112,982,353, compared with 
$106,922,369. Surplus increased from 
$4,300,635 to $4,522,307. The same sched- 
ule of dividends to policyholders will be 
maintained in 1941. 

Net interest earned was 3.81 percent, 
after providing for all investment ex- 
pense. New investments of $15,441,209 
during the year were made at an aver- 
age interest rate of 3.88 percent. Of 
this amount $7,207,906 was invested in 
mortgages at an average rate of 4.73 per- 
cent. Assets in mortgage loans are $42,- 
Interest rate current on all 
mortgages was 4.92 percent. Bond in- 
vestments were $7,595,391 at an average 
yield of 3.01 percent. Railroad holdings 
declined, public utility holdings in- 
creased. Railroads now represent 6.2 
percent of assets, contrasted with 11.1 
percent three years ago and 33.7 per- 
cent 15 years ago. Real estate acquired 
under foreclosure and still owned rep- 
resents only 3.1 percent of assets, as 
contrasted with 6.4 percent four years 
ago. Of properties acquired through 
foreclosure during the depression years, 
the company has sold 59.4 percent. 

Since organization the company has 
paid policyholders and_ beneficiaries 
$108,460,046. 


FRANKIN LIFE 


A gain of 17.9 percent in its insurance 
outstanding and of over $5,000,000 in 
assets is reported by Franklin Life for 
1940, its biggest year. Business in force 
reached $209,300,000, assets $44,839,073. 

Policy reserves increased 10.7 per- 
cent and captial and surplus expanded 
$813,069. Payments to policyholders 
and beneficiaries since organization in 
1884, plus funds held for future pay- 
ments, amount to nearly $120,000,000. 

Increase in bond and mortgage port- 
folio gives the company more than $20,- 
000,000 in liquid items. 


UNITED SERVICES LIFE 


Assets of the United Services Life, 
Washington, gained 42.65 percent to 
(CONTINUED ON PAGE 20) 
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dis Ylame Was Washington 


Whenever men wish to picture the ulti- 
mate in self-denial, one figure is always to 
the forefront—George Washington. 


The sacrifices for an ideal that were 
made by this great patriot outshine most 
of those recorded by history. 


Men such as he have inspired others to 
meet unselfishly the responsibilities of 
life. 
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U.S. Chamber Makes 
Compilation of 
Insurance Taxes 


In line with a survey made recently 
on invisible taxes on_ policyholders, 
through special state insurance levies, li- 
censes and fees, the Chamber of Com- 
merce of the United States in its 
insurance bulletin has issued a table by 
states and the District of Columbia 
showing the total amount of insurance 
taxes collected, the expenses of the in- 
surance departments and the ratio of 
the amounts collected spent for service 
to pclicyholders. 

In the fiscal year ending June 30, 
1940, an aggregate of $5,014,247 was 
spent for maintenance of the state in- 
surance departments out of a total of 
$106,422,311 collected by the state from 
insurance companies. The amount col- 
lected establishes a new high and is a 
small increase over the previous year. 
However, it is an increase of over 100 
percent over collections in 1922, the 
first year for which complete figures are 
available. On the average, out of every 
dollar in insurance taxes collected in 
1939, only 4.71 cents was spent for su- 
pervisory service to policyholders. 

The table, besides listing taxes col- 
lected, expenses of the insurance 
departments and the ratio spent for serv- 
ice to policyholders by each state dur- 
ing 1939, also shows totals collected 
countrywide in the years since 1935: 


Total Expenses Rat'o 
1,160,743 $ 18,099 1.564 
243.248 12,709 5.22 
669,438 26,700 3.99 
7,880,712 173,765 2.20 
853,356 30.727 3.60 
3,711,931 126,663 3.41 
324,878 8,370 2.58 
914,006 30,0002 3.28 
1,165,856 56,440 4.84 
1,141,180 42,000 3.48 
387.368 12,446 3.21 
7,608,337 561,964 7.29 
2,370,143 67.479 2.85 
1,896,624 36,785 1.94 
1,168,465 40,813 3.49 
1,354,782 105,422 7.75 
LLIT.STT 25,000 2.12 
662,034 33,7387 5.10 
1,465,906 81,539 5.58 
4,753,462 383,849 8.08 
4,196,603 91,034 2.17 
2,165,472 67,031 3.10 
837,595 13,875 1.60 
2,719,336 143,689 5.28 
366,417 17,491 4.77 
705,957 54,139 7.67 
93,95§ 5,0008 5.32 
484.677 24,647 5.09 
4,823,379 240,8482 4.99 
218,110 9,066 4.16 
15,414,114 1,046,808 6.79 
2,103,716 60,989 2.90 
261,634 16,374 6.26 
6,995,366 133,947 1.91 
1,121,921 $2,325 2.88 
857,667 43,708 5.10 
7,284,576 230,532 3.16 
Cay Ct ree 1 eee 
1,003,481 43,405 4.33 
304,282 19,742 6.49 
2,016,074 7,116 4.32 
3,158,606 434,061 13.74 
392,340 10,742 2.74 
365,87 10,815 2.96 
1,908,598 101,336 5.31 
1,522,912 103,427 6.79 
92,778 14,000 1.41 
2,316,009 72,6383 3.14 
178,914 11,460 6.41 
106,422,311 5,014,247 4.71 
105,230,546 5,008,481 4.76 
103,281,169 5,262,842 5.10 
98,000,856 4,946,553 5.05 
98,645,501 4,767,465 4.83 





ie ; 
“a . is estimated that over 90 percent 
be yom pes er palace taxes, licenses 
an S_ collected comes fro > 
mium tax alone. i ease 
restimated. 
nsurance banking and securiti 
urities de- 
femments are combined. a 
re for insurance expenses available. 


pcte—While the tabulation 


Kentucky 
§ Maryland, Mississippi “Fel 
Souri, Montana, Nebraska, Nevada, Onis, 








Sales Planner 





E. R. HARRISON 


Home Life has appointed E. Randolph 
Harrison assistant manager of the sales 
planning division in the home office. He 
will assist in the direction and training 
of men for agency management. 

Mr. Harrison has been in the business 
16 years. He has a record of personal 
production and agency management in 
New York and Brooklyn; for a year and 
a half he was in management work in 
Connecticut and for a year he was a 
manager at Memphis. He joined Home 
Life in March, 1940. He attended the 
University of Louisville and University 
of Virginia. 








Reginald T. Cole Is New 
Vermont Commissioner 


Reginald T. Cole, who has been ad- 
ministrator of the Vermont state liquor 
board since 1935, has been appointed in- 
surance commissioner replacing Donald 
A. Hemenway. Mr. Cole last year was 
an unsuccessful candidate for Republi- 
can nomination for state auditor. He is 
35 years of age. 


More “Non-Can” Claims Vacated 


LOS ANGELES — Superior Judge 
Vickers signed an order vacating and 
disallowing the sums allocated to 286 
“non-can” policyholders of the old Pa- 
cific Mutual Life by Commissioner 
Caminetti, acting as liquidator. The 
claims vacated are those in the so-called 
group 3. They ranged from 28 cents 
to $6,472. 

Two policyholders, whose claims er- 
roneously had been placed in group 3, 
were transferred to group 2 and were 
awarded the “measure of their dam- 
ages” along with the five others in this 
group, whose claims were allowed by 
Judge Vickers a short time ago. 

The ruling on all three groups is a 
distinct victory for the Pacific Mutual 
(new company) and also gives Judge 
Caminetti authoritative ground for any 
action he may take. 


Advance Anderson, Steffanson 


Malcolm T. Anderson and B. B. 
Steffanson have been designated senior 
underwriters of Phoenix Mutual Life. 
This is in recognition of their under- 
writing responsibilities in the new busi- 
ness department and in the field. Mr. 
Anderson has been with Phoenix Mu- 
tual since 1926 and Mr. Steffanson since 
1925. 


Franklin Life has appointed Paul C. 
White divisional manager at Kansas 
City. 








South Carolina, Washington, and West 
Virginia. 
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“Life Insurance gives you 
peace of mind” 


A letter from the beneficiary under Provident 
policies 670,430 and 670,43 1|— 


Gentlemen: 


My insurance check arrived today and I noticed you had 
stamped on the envelope “Life Insurance Gives You Peace 
of Mind.” It certainly does. I don’t know what I would do 
without my monthly insurance check. I feel so safe and 
secure—just as if our Daddy were still here taking care of 
us. Every man should do that much for his family. 


I was an office secretary. I have been trying to secure a 
permanent position since my husband passed away. But 
I find they only want women in their twenties and thirties— 
so I have had to enter other fields of work because I am in 
my early forties. What would I do if I didn’t have my insur- 
ance to take care of my boy and my little girl? We are all 
well and happy and have much to be thankful for. 


Pardon this long letter—I didn’t intend to ramble on so—but 

I did want you to know as one widow receiving insurance 

from your Company that we certainly have “peace of mind.” 
Sincerely, 


(Signature of Beneficiary) 
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Strong Agency Has Modern Setup 








D. A. MEDARIS 


The venerable Strong general agency 
of John Hancock Mutual Life in Chi- 
cago, which has operated for more than 
35 years, all of the time in the First 
National Bank building from the time 
that structure was opened, is being thor- 
oughly modernized and in about two 
weeks will be installed in most up-to- 
date new quarters in the Field building. 

D. A. Medaris, veteran of 30 years 
with John Hancock in the field, is going 
with Sherman M. Strong, active head 
of the agency, in the new setup. Joseph 
H. Strong, the founder, father of Sher- 
man, has been less active in the last two 
or three years, although retaining his 
general agent’s contract with John Han- 
cock and even at his advanced age of 
87 taking a keen interest in the business 
and going to the office frequently. 


To Set Up Modern Office 


The revitalized agency will start in 
all new surroundings, with completely 
new furniture and equipment. The 
Field building quarters in Suite 846, are 
considerably larger than the old offices. 
efficiently arranged in line with modern 
agency needs, and are distinguished by 
the absence of an agents’ “bull-pen.” 

An intensive program of recruiting 
and training agents is to be initiated. 
The agents will be quartered in roomy 
private offices, two to an office. A fea- 





SHERMAN M. STRONG 


ture will be a well developed brokerage 
department, a division of the business in 
which Mr. Medaris has had much ex- 
perience in Chicago. 

Joseph Strong is a patriarch of 66 
years in life insurance selling, all with 
John Hancock, his first application to 
that company having been submitted in 
January, 1875. He has been general 
agent in Chicago since 1906. 

Mr. Strong was born at New Era, 
Pa., in 1853. All of his life insurance 
experience has been in the ordinary de- 
partment, as has that of Sherman and 
Mr. Medaris. 

His son, a Chicagoan, after gradua- 
tion from Brown University in 1915, 
went with his father in the business 
and has been associate general agent 
since 1929. Thus the combined John 
Hancock experience of the Strongs and 
Mr. Medaris totals about 121 years, and 
of Sherman Strong and Mr. Medaris, 
55 years. Sherman has been connected 
with the agency continuously save for 
two years of army service as a major of 
infantry in world war I. 

Mr. Medaris started with John Han- 
cock at Indianapolis in 1912, transfer- 
ring to Chicago in 1932, where he has 
been located since. 

The agency plans to hold an open 
house, probably March 10. John Han- 
cock officials will attend. 








eas Total Down 
Sharply in Jan. 


New life insurance for January was 
12.1 percent less than for January of 
last year, according to the Life Presi- 
dents Association. Ordinary showed a 
gain of 1.5 percent and industrial a gain 
of 11.8 percent. Group, however, was 
73.4 percent less than in its unusually 
high month of January, 1940. 

New business amounted to $573,124,- 
000 last month in comparison with $652,- 
341,000 in January of last year. Ordinary 
was $410,922,000 against $404,723,000; 
industrial was $126,458,000 against $113,- 
111,000; group amounted to $35,744,000 
against $134,507,000. 


RESEARCH BUREAU FIGURES 

Sales of ordinary life insurance for 
January were $522,762,000 or approxi- 
mately the same us January, 1940, ac- 
cording to the Sales Research Bureau. 
Last month’s total was 10 percent he- 
low the average for the month of Janu- 
ary in 1936-1940 inclusive. Best sales 
records were achieved in the east and 
west coast sections, with Pacific states 
leading in percentage of gain for Jan- 
uary, 9 percent. Sales in New England 
were 4 percent ahead, south Atlantic 1 
percent and east south central 5 percent. 

Twenty-seven states showed increases 


for January, greatest being New Hamp- 
shire, 33 percent; Arkansas, 20; Georgia, 
19; Oregon, 18, Kansas and Kentucky 
with 13 percent each. Of the eight 
leading cities reported seven showed 
gains: Detroit, 18 percent; Los Angeles, 
17; St. Louis, 9; Cleveland and Phila- 
delphia, 2; Chicago and New York, 1 
percent each. Boston had a 3 percent 
decline. 


Boston Congress March 22 


The New England sales congress of 
the Boston Life Underwriters Associa- 
tion will be held March 22, with J. H. 
Jamison, Northwestern Mutual, and 
George Neitlich, Metropolitan Life, as 
co-chairmen. 

Featured speakers will be A. E. N. 
Gray, assistant secretary Prudential, and 
B. N. Woodson, director of service of 
Sales Research Bureau. 





McMillen Agency Honored 


Vice-president A. E. Patterson of the 
Penn Mutual Life, who has been con- 
ducting managerial conferences on the 
Pacific Coast, was host at a dinner 
in Los Angeles to the F. M. McMillan 
agency, which led all agencies in the 
western zone, and on behalf of the 
company presented Mr. McMillan a 
watch, suitably engraved. 
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Counsellors Answer FIGURES FROM DEC. 31, 1940, STATEMENTS 
. a ti 
Pink Ss ues 10ns Change Surplus to Fa . ~ Cm bia oe — oe 
Total in Policy- us. ns. in Force in Ins. ncome ncome ‘ai isburs. 
NEW YORK—Replies from life in- Assets on on holders i Dec. * 1940 in Force = “e = see 
surance counsellors to the questionnaire pankers Life, Neb..... 39,196,505 —563,463  4,207,548% 9,484,599 119,445,376 —77,031 2,990,200 5,017,864 3,642,784 5,617,914 
sent out by the New York department Farmers & Bankers Life 13,180,499 4+314,377 1,833,375 11,347,124 58,360,727 +851,338 1,476,186 2,307,826 993,098 2,055,608 
are almost all in and the salient facts Great Northwest Life.. 1,300,052 + 152,320 = 1a aes Noor + senee7 +1838 — 3,718 —— 
A . Interstate Reserve Life. 602,152 —1,359 2,1 5 2, »432 —306,939 9, ° 689 9,3 
will shortly be released by Superinten- yfissouri Ins. Co. ...-.. 1,251,049 + 116,627 337,559 13,223,901 16,308,159 + 2,703,278 537,428 1,193,007 360,489 1,066,796 
dent Pink as part of his annual report. National Equity Life... 1,897,583 + 25,433 205,740 3,001,225 13,038,192 + 1,428,916 410,340 479,119 86,039 290,928 
tionnaire is quite searching, National Old Line...... 1,219,429 + 97,660 293,161 1,208,896 7,183,956 + 502,216 204,366 252,592 57,399 171,702 
The questio! q ‘ - ©? New World Life ...... 11,888,231 4+273,916 1,817,665 5,203,164 42,184,833  +41,124,682 1,159,025 1,786,730 898,209 1,520,438 
and the replies should prove interesting Northw. Mut. Life....1,358,999,647 +66,576,833 62,048,010 199,467,081 3,948,732,732 + 37,520,201 129,844,567 217,722,352 108,149,860 152,942,539 
Provident Life, N. D... 5,088,777 + 353,380 582,7897 4,484,455 27,202,596 + 2,163,000 705,321 1,000,141 100,4ee sa 
A ne Security Life & Accident? 5,387,477 + 666,787 600,0003 7,455,049 42,827,435  +2,383,547 1,306,113 1,891,95: s 186,018 
The New York insurance code which ¢outheastern Life ...-. 7,469,310 £745,228 «917.256 18,968,908! 66,522,216 1 +3,242,635! 1,563,007! 1,970,125  612,687%__ 1,434,356 
became effective Jan. 1, 1940, included sun Life, Canada ...... 948,067,304 +36,046,289 27,438,081 169,508,809 2,963,708,831 + 25,230,577 111,594,953 172,353,361 94,173,482 137,120,923 
counsellors along with service organi- Union Central Life..... 413,679,712 +16,907,174 11,342,211 70,469,496 1,130,028,693  +1,170,517 40,240,151 69,090,696 31,775,039 61,047,152 
; The 1 requires such organi- United Life & Acci.... 11,636,515 4+678,439 1,130,875 5,347,882 45,667,972 +1,396,727 1,323,730 2,052,606 765,531 1,596,267 
zations, ihe law requires n Organi- inited Services Life... 396,393 $118,519 191,323 5,777,760 12,778,413  +4,835,260 219,396 240,193 11,086 187,021 
zations to file with the superintendent western Life, Mont..... 15,516,096 4612123 2,000,000 7,550,217 51,000,170 +3,749,602 1,511,466 2,689,131 415,860 2,092,703 
f ean a 
a copy of their constitution, and “such ueeees, 
other information as the superintendent - 
The law also provides Fidelity Life, Ill. ...... 11,687,401 + 270,636 1,595,790 6,778,777 252,599,874 + 324,470 2,361,565 1893:548 2,069,177 or82t-352 
“servi izati a (SS ae ARE 55,514,233 +566,111 2,883,164 37,380,517 ,960,09 + 3,923, 5, 526,55 ,659, ,074,2 441,118 
that gpm organizations shall be sub Pollak Roman Cath. 0... 17,696,806 + 1,057,433 575,151 3,220,900 90,316,583 —1,956,644 1,964,845 3,107,001 1,187,998 2,241,113 
ject to examination by the superinten- wWoamnofthe W'ld, Col. 17,743,782 +'506,121 563,786 6,769,5025 58,398,802 —5,824 2.453.910 3,210,662 2,243,110 2,760,300 
dent as often as he may deem it ex- ———— 
1Includes Industrial Business. Does not include $1,576,820 Par contingency reserve. 
Stace tac tana wae $55,787 Sean bok tnabeas BULGES conten saute. 
3Does not include contingency reserve 5,787. oes 5 e e 
5Includes certificates revived. 
The questionnaire asks that the infor- 
mation submitted in answers be sworn The San Francisco Life Agency from higher to lower premium forms, 


to by the owner or owners, or if a part- 
nership by at least two partners, or if 
a corporation by its president and secre- 
tary. Obviously, if the department is 
going to exercise its right to make ex- 
aminations of counsellor concerns it will 
be in a much better position by having 
sworn statements against which to 
check, 

Many of the questions are routine, 
such as date of beginning business. 
However, counsellors are asked to give 
details of salaries, dividends and other 
compensation paid to the owners. The 
department also wants to know about 
the qualifications of those who interview 
the customers and those who prepare 
the recommendations. The amount of 
money spent on acquiring business and 
the method used are also included. 


Requires Fee Analysis 


The questionnaire calls for an an- 
alysis of fees charged, including a 
schedule of fees, total amount of fees 
collected, the highest fee charged, the 
number of fees paid ranging from $1 to 
$25, $25 to $50, and over $50, whether 
any law suits were brought against the 
organization by clients or by the orga- 
nization against a client. Complete de- 
tails of any such cases are requested. 

Among the questions is a request for 
a balance sheet and profit and loss 
statement as of Sept. 30, 1940, each cer- 


tified by a public accountant. 





Kansas Citian Is Lincoln 
National’s Most Valuable 





L. G. Rupert of Kansas City is Lin- 
coln National Life’s “Most = Valuable 
Agent” for 1940. 
Runner-up was 
L. C. Mascotte of 
Fort Wayne, Ind, 

The award is 
made each year to 
the agent whose 
record is outstand- 
ng on the basis of 
volume and such 
quality, factors as 
Persistency and av- 
erage size of pol- 
Icles, 

Since affiliating 
With Lincoln Na- , 
tional in 1934, Mr. a 
Gibert has qualified for the Minute-Men 
cee Pa times and for the Emancipator 
fell Our times. Last year he was a 
ated member of the newly formed 
a : ent Club and this year he is well 
he thie an to second year membership 
ana Rupert’s name will be carved in 
lobby stone wall of the home office 
pe hl ri. those of outstanding field 
i: 0 have been named yearly the 

st valuable representatives. 








TNEC Work Is Near End, 
May Resume After War 


Cashiers Association held an open dis- 
cussion on company practices regard- 
ing reissuance and change of policies 


reduction or cancellation of policy loans 
through adjustment of policies and re- 
payment of policy loans by bank loans. 




















WASHINGTON — The Temporary 
National Economic Committee is now 
on the next to the last lap of its nearly 
three years of investigation of monopoly 
in industry, and is not expected to seek 1 O YE A RS 
a further lease of ? ae ai 
With the expected completion of its ° e 
hearings next week, when the Securities of Continental American Gr owth 
and Exchange Commission will make 
suggestions for recommendations to be In Force, Dec. 31, 1940—increase over Dec. 31, 1930...... 32% 
incorporated in its final report, in which ; ; : 
insurance is seen as a major subject of (All U. S. companies for same period—9% ) 
discussion, the committee will begin the ; 
preparation of its rng ae Assets, Dec. 31, 1940—increase over Dec. 31, 1930....... 100%. 
Suggestion already has been made tha ‘ ; o 
Ps st the end of a, war the <a (All U. S. companies for same period—63% ) 
mittee be reconstituted for a study o : 4 eee ; 
conditions as they then will exist, with Paid to Policyholders & Beneficiaries in 1940—increase 
a view of monopoly legislation which IS ee ee 65% 
now is felt to be unwise as possibly in- JJ  —= 72. vert tin aie ae ek: : ‘ 
terfering with the defense program. (All U. S. companies for same period—20% ) 
EE 
Double Indemnity for Air Travel 
The John Hancock Mutual Life an- ANNUAL STATEMENT . . . DECEMBER 31, 1940 
nounces that effective March 1, the dou- 
ble indemnitv provision in life policies ASSETS: Boxps: U. S. GoveRNMENT ...... $ 4,211,105.43 15.6% 
may be applied, under certain prescribed CanaDIAN GOVERNMENT 98,159.46 0.4 
regulations, to policies of fare-paying State, County & Municrpar 1,238,920.68 4.6 
passengers on licensed commercial air- SEE cc i addakedstenecs 3,672,196.24 13.6 
lines within the continental United N65 54 sncasakenk dua’ 998,261.62 3.7 
States, including outstanding policies. | eee 3,022.50 0.0 
"Noman GMM «540ccececacecenas $10,221,665.93 37.9% 
Fmsr Morteaces on City Proper- 
RECORDS WM. -- paca ececdneadaweweetas 9,335,158.68 34.6 
First MortGaGes ON FarMs...... 109,764.13 0.4 
Home Orrice Property.......... 580,217.10 2.2 
United Life & Accident—January pro- ae REAL ~— Sadana : eae ee 437,631.65 1.6 
duction exceeded that of the same month pmo st a sense on 
a year ago by 72 percent. It was the c eo Terre rr eee eee ee canes $3 
largest Jariuary in history. Ags usual, inet eee W. Lah sohdp bbe abe Re. —_— . 
January was Haller month, honoring OLICY LIENS WHHIN THE E- aun 108 
W. D. Haller, vice-president and agency c pga aati “aan ae 
manager. a : hee [A ere PUP EEE C ETOP ECT 660. . 
Nhen Mr. Haller arrived at the office 
nen J : . Red ccuticcsarete $26,953,092.86 100.0% 
on his birthday his desk was covered ? 
with flowers, telegrams, birthday greet- 
ings and letters. LLABILITIES:; Uecar REsenve .....-...00.-ee eee eee eens $23,622,989.00 
Life of Virginia—Ordinary agencies Reservep For Poricy Divipenns, TAXEs, ETC. 835,995.14 
got off to a promising start in the new Conmpemneuney REGGHUE 2... bséiis dee Sicess 266,081.13 
year by registering in January an in- ———_—_—_—_—_—_— 
crease of insurance in force 26 percent TOTAL LIABILITIES ............. $24,725,065.27 
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cessors but to all the people in their 
communities and the country at large, 
if for no other reason than for a tax 
base. The assets of such enterprises 
must be valued as a part of a decedent’s 
estate and the burden of taxation 
thereon is the same as in the case of 
thoroughly liquid estates. 


Penalized on Liquidation 


“The capital structure of such enter- 
prises is rarely of such character that 
a substantial amount of cash may be 
realized promptly by sale, partial liquida- 
tion, or borrowing. It is simply en- 
lightened selfishness on the part of the 
nation to give thought to a situation of 
this kind which is repeated many thou- 
sands of times throughout the United 
States. We should, in my _ opinion, 
evolve a plan, which I understand Can- 
ada has, which will make it possible for 
this large body of worthwhile produc- 
tive citizens to protect themselves, their 
successors, and _ their communities, 
against the harm that comes from forced 
liquidation or serious disruption to and 
contraction of business activity, and still 
not permit them or their estates to 
escape their fair share of the tax burden. 

“T am greatly impressed by the avail- 
ability of life insurance as a means to 
the end that thousands of estates may 
be relieved from undue hardship which 
would result from the strict application 
of an estate tax based upon size and 
value alone. 

“Some persons—less deserving of our 
consideration—have attempted by cir- 
cuitous and devious means to reduce 
taxes which might otherwise be imposed 
upon their estates, but I believe that 
the normal American businessman en- 
gaged in an industry or enterprise of 
which he is the wheel-horse should by 
all means prefer to protect himself in 
a proper and orderly way. He would 
prefer to contribute to the establishment 
of a fund which at the point of his pass- 
ing would meet his death duties without 
serious disturbance to a business which 
he may have created but upon which 
many others are relying for their liveli- 
hood and welfare. Life insurance is, of 
course, one of the accepted devices 
through which that indemnity is offered. 

“Twice the senate finance committee 
has recommended, and the senate has 
passed an amendment to the estate tax 
law which granted a limited exclusion 
from the gross estate for the proceeds 
of insurance earmarked for the payment 
of estate taxes. On both occasions the 
amendment was lost in conference be- 
tween the two houses under circum- 
stance which lead me to feel that in the 
pressure of obtaining early passage of 
the act as a whole the conferees probably 
did not have an opportunity to study 
and appreciate the merit of the proposal. 

“No doubt this proposal’ will appear 
again before the Congress, as it has in 
the past, and I think it should have the 
most serious attention.” 





Significant Trends 
Are Reviewed by Jaqua 
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is tending to have the agents concen- 
trate in nests of prospects. 

“There is without doubt a definite 
trend to concentrating the selling efforts 
in two, three or four nests,” he com- 
mented. “This is something like the 
old industrial debit idea, which still is 
the smartest idea in life insurance.’ He 
noted that Vivian Anderson, Provident 
Mutual, Cincinnati, million dollar pro- 
ducer, sold a large amount of business 
in a paper company “nest,” and another 
Cincinnati agent specializes among en- 
gineers. 

“T don’t hear so much about the elab- 
orate programming systems as I used 


to,” Mr. Jaqua said. “There is a tend- 
ency away from this, definitely toward 
laying off of these methods and making 
unit sales on a very simple program 
which a larger percentage of the agency 
force can use. Possibly 60 percent of 
the agents can use the simple program 
plan whereas only 2 percent can use 
the more elaborate plans. One reason 
for this change, perhaps, is that the 
buyers may be a little disturbed by 
their situation as shown by a complex 
program and thus may decide not to 
buy any life insurance.” 

He said an inescapable conclusion in 
life insurance selling is that events al- 
ways cause a man to buy a policy, just 
as they always mature a life insurance 
policy. Many abler life salesmen over 
the country are taking the time to think 
out in advance what event there may 
be in a man’s situation that could serve 
to cause him to buy the insurance that 
is proposed. For instance, if a policy- 
holder should change his quarterly pre- 
mium contract to annual premium basis, 
this might indicate that he had more 
money. Another thing to watch is pro- 
motions. Again there is a man of means 
who does not have his full $40,000 of 
life insurance that is eligible to exemp- 
tion under the estate tax. 


Flow of Work Called Vital 


“The biggest single idea in life in- 
surance,” Mr. Jaqua declared, “is flow 
of work. Most people in salaried jobs 
are given work to do. In the Ford plant 
a moving belt brings the work to the 
worker. Only the life insurance man 
doesn’t have work thrust before him. 
He goes to the office each Monday 
morning as one of the unemployed. 
First he has to find a job—a prospect 
or two—and then go out to sell them. 
Knowing that it is hard to sell them 
today, he tends not to bother about find- 
ing the prospect. 

“A salary savings franchise provides 
a flow of work for the men. Give them 
the work to do and they’ll do it. This 
is the reason for the success of indus- 
trial insurance. The industrial agent has 
a debit, definite people to see, and he 
has to do the work.” 

Mr. Jaqua noted that a company 
which maintains a prospect bureau wrote 
$23,000,000 in 1940 on the leads which 
it developed. Another company with 
a prospect bureau wrote $4,000,000 last 
year through this means. 

“Fix up a system,” he counseled. “It 
may be based on salary savings, nests 
of prospects, employing direct mail, 
etc., all giving places to go every morn- 
ing. Most of the men in the business 
can sell. They could all increase their 
production 50 percent if they had a flow 
of work. That system is best which 
gives an automatic flow of work.” 


Should Concentrate on Selling 


He said many agents worry about in- 
flation and the effects of the war abroad, 
etc., so that they fail to devote enough 
time to life insurance selling. The life 
insurance business is one of a tradi- 
tion of unmatched trusteeships, and yet 
the agents worry, he commented. 

“Never forget we represent an institu- 
tion which embodies the flower of co- 
operative civilization. Basically, it is 
the only business so founded mathe- 
matcally and otherwise that it cannot 
go broke unless it is maliciously mis- 
managed. The men and women of the 
country trust us more than any other 
institution except possibly the medical 
profession. 

. E. Way, Penn Mutual, who has 
been for 17 years in the business and for 
the last 14 years with Stumes & Loeb, 
Chicago, averaging over $350,000 yearly 
and last year more than $400,000, dem- 
onstrated his technique of using the 
telephone. 

There is no way to get business easily, 
without work, he said. The telephone 
is invaluable to the life agent, but it 
must be used to save time, not to save 
work. He advised talking naturally as 
if in the presence of the prospect. If 
necessary, he said, close, the eyes and 
visualize him. An advantage is that 


things can be said over the telephone 
that cannot be said in person. Mr. Way 
uses the telephone largely to secure ap- 
pointments for medicals, even in ad- 
vance of a personal interview. Recently 
he called five men in one organization, 
secured their agreement to be examined 
and sold and paid for $55,000. He reads 
the trade journals for tips on pros- 
pects. “I can collect prospects four 
times as fast as I can see them,” he 
said. “Prospecting never was any prob- 
lem with me.” He does not believe in 
a sales talk over the telephone. One of 
his most effective telephone talks relates 
to mortgage insurance. 


Advice on Letter Writing 


Capt. S. J. Robinson of Behel & Wal- 
die Company, direct mail promotion 
firm, Chicago, talked on letter writing. 
He urged the agents to take advantage 
of the opportunities presented by the 
draft. If they are called into service, he 
said they should take with them to camp 
a list of their clients and prospects and 
send them occasional letters or post- 
cards. This will maintain contact dur- 
ing the year of service and it will mean 
much business on their return to civil 
life. 

Every letter an agent sends out is a 
picture of his company and himself. 
Good stationery should be used. If sta- 
tionery supplied by the agent’s company 
is not good, it should be used for scratch 
paper. The agent can well afford to 
buy his own supply. He urged getting 
away from trite phrases and using 
strong, fast, hardhitting closing para- 
graphs. Material should be used to fix 
the agent in the prospect’s mind. A 
personal rather than a formal business 
approach, is preferable. 

C. J. Zimmerman, general agent Con- 
necticut Mutual and immediate past pres- 
ident National Association of Life Un- 
derwriters, presided He announced that 
between March 1-15 opportunity will be 
given all association members to make 
recordings of five minute sales talks 


and hear them played back. The agents 
who make the five best recordings ywijj 
be invited to give their talks at the sales 
congress to be held at Chicago, Aprij 
19, in connection with the annual meet. 
ing of the Illinois State Association of 
Life Underwriters. 

The recording machine was supplied 
by E. S. Hewitt. The judging wil] be 
made by a committee appointed by J. 
Brennan, Fidelity Mutual, Chicago sales 
congress chairman, and L. M. Buckley 
New England Mutual, Illinois state 
association chairman. Each contestant 
will be given his recording following 
the judging. 


Minn. Annuity Tax Ruling 

ST. PAUL—Litigation is expected to 
follow an order issued by Commissioner 
Yetka just before his retirement from 
office Feb. 1, requiring all life companies 
that write annuity business to report re- 
ceipts “from consideration of annuities” 
for the year 1940 and hereafter for taxa- 
tion purposes. 

The order says that “after due con- 
sideration and investigation regarding 
the practice of assessing taxes on an- 
nuities written in this state and other 
states, this department has come to the 
conclusion that such consideration for 
annuities is to be considered as part of 
the gross premium income on all direct 
business written by life insurance com- 
panies in this state, and is, therefore, 
taxable under Sec. 3347, Mason’s Min- 
nesota statutes 1927.”: 


Estate of John L. Shuff 


The estate of John L. Shuff, former 
Union Central general agent at Cincin- 
nati and former president of the Na- 
tional Association of Life Underwriters, 
amounted to $57,602, according to the 
appraisement of his will in the probate 
court of Campbell County, Ky. Securi- 
ties valued at $36,602 were listed and 





his home at Fort Thomas, Ky., was | 


valued at $22,000. 
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war and other things in our business 
rounds. Remember that men_ today 
want to do business with business men 
in a businesslike way. So be business- 
like and when you agree to call back 
on a certain date, be there punctually. 
These dates require accurate records.” 


Fitzgerald Gives Talk 


cations because a steady stream of busi- 
ness keeps up his morale. 

Factors in Close 

im “Eetis Glose;’ ©. S: Olksner, 
Columbus, said there are three classes 
of salesmen and prospects: instinctive, 
emotional and rational. “You must be 
positive in your selling. You become 


S. L. Youngquist, Columbus general physically positive through posture, 
agent, presided at the luncheon. Ed- movements, attire and voice. You 
mund Fitzgerald, vice-president, spoke radiate your sincerity through your 


on “We are the Northwestern.” He 


voice and manner, establishing confi- 


Gibbs Named for Texas Full Term 


AUSTIN.—Joe P. Gibbs of Seguin 
has been reappointed for a six year term 
as Texas casualty commissioner. He 
had been serving an unexpired term. 


Insurance Cashiers Association of Mil- 
waukee, meeting in the Victor Stamm 
general agency offices of Northwestern 
Mutual Life, made a tour of that com- 
pany’s home office building under the 
guidance of Harry Unke, agency cashier. 
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EDITORIAL COMMENT and equipment greatly expanded, having prospect made $400,000 last year, byt 

put their earnings back into the business. owned only $15,000 life insurance. He 





Importance of Economists Increasing 


APPOINTMENT of S. M. Foster as eco- 
nomic adviser of the New York Life, 
announced this week by President G. L. 
Harrison, is symbolic of the breadth of 
vision increasingly characteristic of 
present day life company operations. 
With economic conditions growing more 
and more complex, financial institutions 
of all sorts are finding themselves af- 
fected not only by factors directly in the 
line of business but also by shifts in 
trends less obvious but nonetheless im- 
portant. 

The growing importance of these col- 
lateral factors is in turn indicative of 
the narrower margins with which com- 
panies have to work in the investment 
field. With interest rates low and good 
investments none too plentiful a skilled 
market diagnostician can be a real power 
in keeping his company in the best earn- 
ings position that the market will per- 
mit. In the past this job has ordinarily 
been taken in its stride by the invest- 
ment department but with today’s con- 
ditions it is a full-time job for an eco- 


nomics specialist. 

Furthermore, even outside of an 
economist’s ability to save his company 
money through his knowledge of in- 
vestment trends and fluctuations, com- 
panies today are finding it important to 
keep abreast of the general economic 
situation and their place in it. They are 
aware that there is more to their role 
than just selling policies, paying claims 
and putting out money for hire. 

The New York Life’s appointment of 
Mr. Foster is of course not unprece- 
dented. Soon after Lewis W. Douglas 
took over the presidency of the Mutual 
Life he appointed Donald B. Woodward 
as adviser on much the same sort of 
matters that Mr. Foster will handle for 
the New York Life. Going back much 
further, it is safe to say that the Metro- 
politan Life’s extensive and ably staffed 
business research division, headed by 
Dr. W. A. Berridge, represents the 
earliest and today the most elaborate 
development of a life company eco- 
nomics department. 


Personal Accomplishments Rewarded 


SOMETIMES people question the financial 
rewards in life insurance soliciting and 
look to other pastures. Indeed there are 
plenty who do not make the grade and 
seemingly can not make a living out of 
their work. 

We agree that salesmen must be par- 
ticularly adapted to life insurance pro- 
duction work. It requires ingenuity, 
resourcefulness, vision, earnestness and a 
knowledge of how to fit insurance to 
individual needs, which are many and 
sometimes extraordinary. 


Yet in an address P. J. McNamara, 
one of the managers of the Metropolitan 
Life in Chicago, stated that the average 
earnings of its agents in that city last 
year were $58 a week, which all will 
acknowledge is a goodly stipend, as it 
amounts to $3,016 a year. 

Less than 5 percent of our total popu- 
lation make over $3,000 a year. This 
shows that if the man is fitted for this 
job and will work, there is an excellent 
opportunity to earn a substantial liveli- 
hood. 


Undervaluation of Thrift 


BEcAvusE of the losses in savings during 
the last 12 years, and the cruel dissipa- 
tion of funds that people had built up 
for the proverbial rainy day, many have 
developed a false philosophy. Since the 
economic hurricane devastated the land- 
scape, people have swung from saving 
to indiscriminate spending, arguing that 
since savings accounts are subject to 
such grave peril one might as well get 
the use of his money while it is in his 
possession. 


This line of thought has affected life 
insurance to some extent, although it is 
the safest form of a savings fund. So 
we decry thrift as an obsolete character- 
istic and allow the rainy day to take 
care of itself. Perhaps many regard 
thrift as parsimony. Thrift is concerned 
with protection. It is well linked with 
a life insurance estate or sinking fund. 
As W. J. Cameron of the Ford Motor 
Co. puts it, thrift is the law of self pres- 
ervation. 


Large Margins Are Now Developing 


A vusEFuL thought to bear in mind in 
selling to prospects who are profiting 
from increased business because of de- 


fense activities is that these people gen- 
erally are not plowing back their profits 
into their business. At the close of the 


In the post-war depression, they were left 
high and dry. At the present time, im- 
provements are made with caution and 
those who now have large earnings have 
a large surplus for investment which they 
did not previously have. The stock mar- 
ket is less appealing than it perhaps ever 
was in boom times, so they are “nat- 
urals” for life insurance. 


is in the steel business. When he was 
asked by the agent why he had not pur. 
chased more life insurance, he replied 
that he had never had the income before 
to do so. In two other cases, prospects 
who previously had comparatively small 
incomes are now receiving salaries of 
$70,000 a year, due to current defense 
orders. 








PERSONAL SIDE OF THE BUSINESS 





Alfred MacArthur, president of Cen- 
tral Life of Illinois, is spending several 
weeks at his home in Cuernavaca,, 
Mexico. 

O. W. Williams, field supervisor for 
Mid-Continent Life, has been confined 
to his home in Oklahoma City since 
early in January by illness. 

R. J. Wiese, Chicago general agent 
Northwestern National Life, and Mrs. 
Wiese are on a month’s motor trip to 
Mexico. 

A. R. Hustad, associate manager in 
charge of Minneapolis and St. Paul for 
the White & Odell agency, Minnesota 
state managers for Northwestern Na- 
tional Life, was elected a director of the 
Minneapolis Athletic Club. 

Isaac Miller Hamilton, chairman Fed- 
eral Life, and Russel S. Pope, manager 
Bay City, Mich., agency, are on a Pan- 
American Clipper, making a 33-day 
flight around South America. They left 
Chicago Sunday and boarded the plane 
at Miami Tuesday. They plan to see 
friends of Senator Hamilton in Lima, 
Montevideo and Rio, and a friend of 
Mr. Pope in Sao Paulo. They are fly- 
ing down the west coast, making short 
stops at various cities, and from Val- 
paraiso, Chile, will fly over the Andes 
to Buenos Aires. From that point they 
will make side trips and then continue 
north along the east coast to Rio de 
Janeiro, and across the heart of the 
jungle to Belem at the mouth of the 
Amazon. From there they will fly to 
Port Au Spain, Trinidad, and then re- 
turn to Miami March 24 to attend the 
Federal Life Club and Inner Circle 
agency convention the next day. 


Sidney H. Wiedermann, son of B. A. 
Wiedermann, San Antonio manager of 
Union Central Life, and an agent with 
his father, has been called to active 
duty as a first lieutenant of cavalry at 
Fort Knox, Ky. 

Bart Leiper, manager advertising and 
sales promotion Provident Life & Accident, 
is president of the American Business 
Club’s Chattanooga chapter, which is 
sponsoring a plan originated by Mr. 
Leiper that has been adopted nationwide 
by the club of presenting schools with 
framed reproductions of Dr. Samuel 
Francis Smith’s original manuscript of 
“America.” On the scroll in the back- 
ground are original dry point etchings 
by Mr. Leiper which suggest the theme 
of the famous hymn. Mr. Leiper is a 
great-great nephew of Dr. Smith and it 
is appropriate that he should contribute 
the design as well as the idea. The first 
presentation of the scroll was made by 
the Chattanooga club to the Orange 





Grove School, Chattanooga. The scroll 
will be distributed in 46 cities in wince) 
the American Business Club has chap- 
ters. 

Commissioner Fischer of l[owa js 
planning to vacation several weeks in 
Arizona. He has made the trip for sey- 
eral years in an effort to escape the 
worst of the Iowa winter weather. 

E. B. Brink of Detroit, state agent 
United Benefit Life and Mutual Benefit 
Health & Accident, has left for an ex- 
tended trip around South America by 
air on the Pan-American Clippers. He 
will proceed down the west coast and 
across to Buenos Aires and on the way 
down plans a trip into the interior to 
photograph the Darien and Chakai In- 
dian tribes in Panama. He plans an- 
other trip into the interior near San 
Christobal on the return trip and hopes 
to add many reels to his extensive color 
movie library. He will be gone two 


months. 
Reports from Florida indicate that 
George L. Dyer, St. Louis general agent 


Columbian National Life, is rapidly re- 


gaining his health and strength, follow- 


ing a serious illness. - 

R. G. Cunningham, . Wichita manager 
Metropolitan Life, was elected a direc- 
tor of the Wichita community chest in 
recognition of his work as chairman of 
the budget committee. 

Clayton Mammel, home office general 
agent Farmers & Bankers, Wichita, was 
given a surprise birthday, party by his 
agency staff to which all home office 
men were invited. 

R. W. Fowler, San Francisco repre- 
sentative Lincoln National Life, com- 
pleted 30 years with the company this 
month, joining it only five years after it 
began operations and being the first su- 
pervisor of agents. In 1916 he became 
general agent in charge of the home 
office agency in Fort Wayne, Ind., hav- 
ing an outstanding agency and personal 
production record. In 1921 he was the 
company’s largest personal producer and 
in 1926 was named “Most Valuable 
Agent.” He moved to California in 
1929 and devoted his full time to per- 
sonal production. Mr. Fowler has won 
attendance at the company’s agents’ con- 
ventions 19 times and on seven occasions 
qualified for the Minute-Men Club, top 
honor organization. 


Vernon W. Holleman, genera! agent 
of Home Life of New York in Wash- 
ington, D C., is president of the Mis- 
sissippi State Society, which arranged 
the reception in Washington for Senator 
Pat Harrison of Mississippi, honoring 
him on his election as president pro tem- 
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the senate. More than 2,000 of 
he Harrison’s friends attended. 

Receiving with Senator and Mrs. Harri- 
son were Mr. and Mrs. Holleman. What 
started out as a modest reception de- 
veloped into one of the largest affairs 
recently held in Washington. 

H. R. Hill, Richmond manager of the 
Life of Virginia, who is president of the 
Randolph-Macon Alumni Association, 
presided over a meeting of six alumni 
chapters of the association in Richmond 
to discuss the place of the alumni in 
the future development of the college. 

H. E. Colosimo, agent at Northfork, 
W. Va., has received commendation for 
his cooperation in exposing the opera- 
tions of a group of insurance concerns, 
some of the officials of which now are 
serving federal prison terms for use of 
the mails to defraud, from the govern- 
ment and others. Mr. Colosimo became 
interested in the matter in 1934 and 
investigated. Later he made formal 
complaint to the government. : 

Practice of the insurance firms in- 
volved which had substantially the same 
ownership, was to transfer policies from 
one company to another, in which 
process practically all of the benefits 
disappeared. It was Mr. Colosimo’s 
alertness which started the investiga- 
tion resulting in the indictment. 

E. E. Henderson, Chicago general 
agent Pacific Mutual Life, was elected 
president of the Wilmette (Ill.) Com- 
munity Chest. He was chairman of the 
1940 fund drive. 


DEATHS 


Thomas Egan, New England mana- 
ger of the “Spectator,” died from a 
heart attack in a Springfield, Mass. ho- 
tel. He had been with the publication 
since 1930, prior to which for a number 
of years he served on the editorial staffs 
of various papers in the east. 

Robert Danforth of Jackson, Miss., 
special agent of the Guaranty Income 
Life, was killed in an automobile acci- 
dent near Laurel, Miss. 

Henry J. Fehrman, 63, Council Bluffs, 
la, attorney Metropolitan Life, died in 
his home city due to a heart attack. He 
had been in ill health for several months 
and obtained a leave of absence in Oc- 
tober to return to Council Bluffs from 
New York. He was a native of Illi- 
nois and formerly was with the Lougee 
Co. of Council Bluffs, and later with 
Peters Trust Company, Omaha, before 
going to New York in 1927. He was 
a title specialist of the Metropolitan 
and past president National Titlemen’s 
Association. 














Compensation:Oklahoma Topic 

The Oklahoma City C. L. U. chapter 
met at the home of President J. Hawley 
Wilson, state agent Massachusetts Mu- 
tual Life. A panel discussion of “Agents’ 
Compensation” was presented by Jesse 
T. Owens, Mutual Life of New York. 
assisted by R. L. Baird, Equitable of 
lowa, and Wilbur Vandergriff, New 
York Life. Plans were discussed for 
the southwestern regional meeting of 
C. L. U. in Oklahoma City Feb. 28. 


Metropolitan Trophy 
Presented at 
Impressive Rally 


That he has no reason to foresee con- 
trol of the insurance companies by the 
federal government, since the states, on 
the whole, have done a good job of 
supervision, was the statement made by 
United States Senator Radcliffe, who is 
vice-president of Fidelity & Deposit, at 
a dinner given by Metropolitan Life in 
Baltimore. The dinner was in honor of 
Manager W. H. Kramer and the staff 
of Calvert district—in recognition of the 
district’s achievement in winning the 
Veterans Trophy for 1940. 

“There are a few snoopers with an 
ugly streak in them who try to make 
trouble in matters they do not under- 
stand. Any move hostile to insurance, 
banking or any other great American 
industry is made through ignorance. A 
thorough knowledge of these businesses 
must be gained and all differences of 
opinion straightened out in the proper 
way.” 

“This country cannot prosper unless 
you prosper. Private industry is hand- 
ling life insurance in the proper way. 
The federal government should keep out 
of it. It must,keep out.” 

Leroy A. Lincoln, president Metro- 
politan, who presided, introduced Com- 
missioner Gontrum. 

Mr. Gontrum seconded Radcliffe’s en- 
dorsement of life insurance as it is oper- 
ated by private industry under the 
supervision of the states. 

In his address Mr. Lincoln gave the 
guests a short history of the Veterans 
Trophy. He said it is in the nature of 
the laurel wreaths presented the victors 
at the old Olympic Games, that it has 
no intrinsic value but is valued for what 
it symbolized. 

Mr. Lincoln said Metropolitan in Bal- 
timore has an annual payroll of more 
than $1,000,000 and pays many times 
this amount every year to policyholders 
and beneficiaries in Baltimore. 

The presentation of the trophy was 
made by President Vincent Saccardi of 


the Veterans Association. Manager 
Kramer made a short talk. 
The guests numbered 200. Among 


those from the home office were Vice- 
President Ernest H. Wilkes, Second 
Vice-presidents Samuel Milligan and 
Francis M. Smith, Third Vice-presi- 
dents Cecil J. North and Arthur W. 
Trethewey, and Superintendents of 
Agencies Louis J. Zettler, Austin T. 
Schussler and G. Hoyle Wright. 
Other guests were Stanford Z. Roth- 
child, president Sun Life of Baltimore, 
and S. Gibbs La Motte, president Bal- 
timore Life Underwriters Association. 





Faser Conducts Ark. School 


H. M. Faser, superintendent of agen- 
cies Lamar Life, conducted a two-day 
agency school in Jonesboro, Ark., for 
Arkansas and west Tennessee agents. 
He has just completed a series of train- 
ing schools among Mississippi agencies. 











Wanted as a Supervisor 


A man between 24 and 35 years of 
age; a man with three years’ ex- 
perience as a successful producer. 
A salary with bonus based upon 
results. To be connected with gen- 
eral agency in Connecticut and a 
New England company. Address 
M-87, The National Underwriter, 
175 W. Jackson Blvd., Chicago, III. 
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General Agency Opportunity 
in Minneapolis 


One of the New York standard companies is making a 
change in a long established agency in Minneapolis. A 
considerable volume of good business in force. Substan- 
tial collection fees. This agency has done well in the 
Past and is a real opportunity for the right man. He must 
be a producer of proven ability, with qualifications for 
State full history and insurance record. 
Box M-85, The National Underwriter. 
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Aetna Life Advances 
Perkins, Walker and Snow 


F. P. Perkins, who was advanced from 
assistant actuary to associate actuary 
for Aetna Life, entered the actuarial de- 
partment of the company immediately 
after graduation from Bowdoin College 
in 1925. In 1931 he was made superin- 
tendent of group annuities, and in 1934 
was elected assistant actuary. 

Ralph J. Walker, elected assistant 
actuary, for the last three years has been 
specializing in sales and administration 
group hospitalization insurance. He was 
graduated from the University of Florida 
in 1934, and joined the actuarial depart- 
ment of Aetna Life in that year. Later 
he was transferred to the group division. 

Henry S. Snow, newly appointed assist- 
ant secretary of the group division, 
joined the group division of Aetna Life 
in 1924 after graduation from Colgate. 
After serving as home office representa- 
tive for this division at Philadelphia, 
Detroit and New York, he went to the 
home office in 1933 advancing to the po- 
sition of superintendent of the group di- 
vision, in which position he has assisted 
in the general supervision of home office 
representatives in the field 


N. Y. Life Names Foster 
as Economic Adviser 


Stephen M. Foster, for 10 years with 
the City Bank Farmers Trust Company 
as economist in its investment depart- 
ment, has been named economic adviser 
by New York Life. Mr. Foster has 
specialized in factors affecting the 
movement of money rates, bond prices, 
stock prices and business activity. 

Born in Derby Line, Vt., 1894, Mr. 
Foster spent his early years in Otttawa, 
Can., where his father, John G. Foster, 
was 30 years American consul general. 
He graduated from Harvard in 1916. 

Mr. Foster has written and spoken 
widely on various financial subjects. He 
served two years on the New York 
state bond portfolio committee. He is 
a member of the faculty of Columbia 
University and gives regular courses at 
the American Institute of Banking on 
interpretation. of current financial prob- 
leras. 








Change Name to Mutual Savings 


ST. LOUIS—To avoid confusion that 
might result from a similarity of names, 
it has been decided to call the new com- 
pany being organized by Alfred Fair- 
bank, former president of the Central 
States Life, the Mutual Savings Life of 
St. Louis. 

Originally it was planned to call the 
new company the Central Mutual Life 
but the name was changed because there 
is now an assessment life company in 
Jefferson City, Mo., known as the Cen- 
tral Mutual Association. 

The new company plans to submit a 
“e for reinsurance of the Central States 

ife. 


Great-West Enters Missouri 


Great-West Life’s application for a 
license in Missouri has been approved 
by Superintendent Lucas. The company 
entered the U. S. in North Dakota in 


1906, expanded to Minnesota and Michi-' 


gan in 1921, and to Illinois in 1923. In 
1931 it entered Washington, and 
last year Indiana. 

Definite plans for agency development 
in Missouri are still under consideration. 





Mooney to Home Office 


C. B. Mooney, manager of the North 
American Life of Canada at Victoria, 
B. C., is returning to the head office in 
Toronto to head an expanded group and 
cooperative services ic ge He is 
succeeded in Victoria by H. Web- 
ster, now with the ‘cohol “uptown 
branch. W. W. Murray is transferred 
from Halifax to Montreal. 


New Head of Ministers 
Life & Casualty Union 


Ministers Life & Casualty Union of 
Minneapolis celebrated its 40th anni- 
versary with a dinner and annual meet- 
ing at the home office. Rt. Rev. Frank 
A. McElwain, D.D., of Evanston, III. 
Episcopal bishop of Minnesota, for- 
merly vice-president, was elevated to the 
presidency, succeeding Rev. A. D. Har- 
mon of Cable, Wis., who retired after 
serving as president for 11 years. Rev. 
Gustav M. Bruce, St. Paul, was elected 
vice-president. Mell W. Hobart and O. 

Tripp were reelected secretary and 
treasurer, respectively. 

At the anniversary dinner Paul Clem- 
ent, secretary Minnesota Commercial 
Men’s and president of the Health & 
Accident Underwriters Conference, was 
the principal speaker. 

Life insurance in force is now $12,- 
800,000, an increase of 41 percent over 
1939. Surplus is $640,800. Accident and 
health premiums were $401,500, which 
brought the total income to more than 
$1,000,000. 





National L. & A. to Pay Extra 


National Life & Accident will pay an 
extra dividend of 20 cents per share 
March 1 to stoclgholders of record Feb. 
20. This will be fn adddition to the reg- 
ular dividend of 27%4 cents per share 
also payable on that date. 


Dr. Miller to National L. & A. 


Dr. Lloyd C. Miller, associate medical 
director General American Life, has re- 
signed to join the medical department 
of the National Life & Accident. 

Dr. Miller has been with the General 
American Life for six years. He is 
chairman of the life insurance commit- 
tee of the International Claim Associa- 
tion, 


McLaughlin to Home Office 


The Western Reserve Life of Austin, 
Tex., has transferred R. M. McLaugh- 
lin, agency secretary at San Angelo 
since March, 1940, when the home office 
was moved from San Angelo to Austin, 
to the home office. He was in the home 
office agency department 1934-1940. 


Hollister N. Y. Life Director 


John B. Hollister of the law firm of 
Taft, Stettinius & Hollister, Cincinnati, 
has been elected a director of New York 
Life, filling the vacancy caused by the 
death of Hale Holden. He was a con- 
gressman from 1931-37. 


Shift Duties at B.M.A. 


Business Men’s Assurance has made 
Jerry Tritch field supervisor, handling 
business reported directly to the home 
office. Dewey Armstrong has been 
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transferred to the home office sales de- 
partment from the claim department. 

Jack Morris, editor of the “B.M.A. 
Bulletin,’ has been made director of 
sales promotion. John Sayler, formerly 
in the sales department, will be assistant 
to J. C. Higdon, vice-president in charge 
of sales. 

Group life, accident and health, and 
hospitalization is being consolidated into 
one group department under direction 
of H. C. Pogue, who has been handling 
hospitalization. 





American Union Loses Appeal 


OKLAHOMA CITY—The Okla- 
homa supreme court has dismissed the 
American Union Life’s appeal on the 
district court’s appointment of Commis- 
sioner Read as receiver. 


Sterling State Life Director 


F. H. Sterling has been elected a di- 
rector of the State Life of Indiana. He 
started with the company as office boy 
in 1903 and studied law, later becoming 
identified with the legal department. 


CHICAGO 


MURRAY LEAVES ILL. DEPARTMENT 


W. M. Murray, special deputy in the 
Illinois insurance department, formerly 
a Chicago agent, has resigned and gone 
to Phoenix, Ariz., where he expects to 
make an insurance connection. He has 
been with the Illinois department since 
October, 1938. 

















“INVESTOR” OPENS CHICAGO OFFICE 


The “United States Investor” of Bos- 
ton has established a Chicago office at 
209 South LaSalle street, in charge of 
W. R. Whelpley, western vice-president. 
Mr. Whelpley has been with this organ- 
ization for 24 years, traveling in every 
section of the country. 


DR. MOORE ADDRESSES CLAIM MEN 


Dr. Josiah J. Moore, noted Chicago 
pathologist, spoke at the February 
meeting of the Chicago Claim Associa- 
tion Wednesday evening. He presented 
notes on a number of outstanding cases, 
commenting on the findings of the 
courts and of medical men. He analyzed 
from a medical standpoint, at the same 
time utilizing his extensive claim knowl- 
edge, some cases which members in the 
audience presented. After Dr. Moore's 
talk, a short period was devoted to an 
informal discussion of troublesome 
claims. Thomas J. O’Neil, superintend- 
ent of the Chicago claim department of 
Pacific Mutual Life, president, pre- 
sided. 








Cummings Leads for 13th Time 


The O. Sam Cummings general 
agency of the Kansas City Life in Dallas 
was the company’s leading general 
agency in production in 1940 for the 
13th consecutive year. 
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In its quarter century of 
experience Provident ~~ 
Life has steadily in- 
creased its capacity and 
enlarged its facilities to 
serve its clients through- 
out the Northwest. 

Its sound growth and 
financial stability have 
not been retarded by 
wars, epidemics or 
panics occurring dur- 
ing these twenty-five 
years of progress. 

With its traditional 
record of close relation- 
ship accorded both pol- 
icyholders and repre- 
sentatives, Provident 
Life invites your inquiry. 
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port office, to general agent at Kansas 


Tee Drake, who has been manager 
at Kansas City four years, and has been 
10 years with the company, will continue 
as a personal producer. 

Mr. Chrissinger joined the Davenport 
ofice in 1938 and led the agency in 





ORAL J. CHRISSINGER 


lives his first year. He formerly was 
superintendent for a Davenport steel 
company. His experience in working at 
the head of a large number of men, as 
well as his record since entering the 
business and his supervisory training 
brought about his promotion. Mr. Chris- 
singer started in the steel business as 
a laborer, and in six years was advanced 
to the position of general superintendent. 
He is committeeman of the Life Under- 
writers Association. 


American United Life Opens 


New Detroit Branch 


DETROIT—The American United 
Life of Indianapolis has opened a branch 
office at 408 West Fort street to super- 
vise Michigan business. L. H. Williams, 
who has been general agent, has been 
appointed branch manager. 

The building, which was formerly the 
home office of the defunct American 
Life of Detroit, also houses the C. D. 
Moore general agency of the American 
United. E. T. Lipscomb heads another 
general agency in Barlum Tower. 

_Mr. Williams will continue his connec- 
tion as general agent for the Inter- 
Ocean Casualty at 616-17 LaFayette 
building, dividing his time between the 
two offices. Mr. Williams was appointed 

etroit manager for the old Abraham 

Lincoln Life in 1931. In 1934 he went to 
Chicago as _manager for the Illinois 
sankers which reinsured the Abraham 
Lincoln and in 1937 returned te Detroit 
eS become general agent for the Inter- 

cean Casualty, soon afterward open- 


i . 
ae poe agency for the American 
ed. 





Childress Heads Life Division 


A Hall Benton, founder of the M. H. 
venton Insurance Agency, Quitman, 
Fo has appointed J. H. Childress in 
or 3 Bi the life insurance division. 
sae dress has been district manager 
7 n Life, and will continue to rep- 
esent that company. 


Brandenburg Named in Lansing 


Miles | Brandenb 

\ ; urg has been ap- 
Pointed general agent of tl i 
Life in Lansing, Mich. eral ae 


contract to represent Northwestern Mu- 
tual Life as special agents through Ho- 
bart & Oates, Chicago general agents. 

H. S. Vail started in business as an 
independent actuary and underwriter in 
1871, just after the Chicago fire, and 
following a term as insurance commis- 
sioner of six midwestern states. During 
the years that followed, as his three 
sons, Carleton M., Roger S., and Mal- 
colm D. Vail graduated from Cornell 
University, they joined him. Without 
the assistance of any sub-agents, these 
four men were responsible, during the 
period from 1871-1937, for the produc- 
tion of approximately $200,000,000 of 
life insurance. During the period 1920- 
1932, when the three sons were all ac- 
tively in the field, volume ran from $6,- 
000,000 to $8,000,000 per year. 

In 1938, Malcolm, the only survivor 
of the three sons, took John O. Todd 
of Minneapolis into partnership with 
him. Last fall, Roger S. Vail, Jr., joined 
the firm as the first member of the third 
generation. His brother, H. Bloss Vail, 
as well as the two sons of Malcolm, are 
completing training and pointing toward 
becoming personal producers in the 
business. 

Malcolm Vail’s personal production 
has exceeded $1,000,000 a year for 19 
years. Both he and John Todd have 
long been qualifying and life members 
of the Million Dollar Round Table of 
the National Association of Life Un- 
derwriters. Mr. Todd is a C. L. U. 





Grosenick Takes New Territory 


Supervision of territory between Seat- 
tle and the Canadian border has been 
taken over by C. P. Grosenick, assistant 
manager of the Seattle agency of the 
Ohio National Life. He will work 
under R. C. Rodruck, western Wash- 
ington manager. Mr. Grosenick was 
with the New York Life in Seattle for 
several years and in 1933 went to New 
York City to join an advertising agency. 
He recently returned to Seattle 


Two New Florida General Agents 


Walter T. Schutt has been appointed 
general agent by Penn Mutual Life at 
Miami. Formerly in real estate, Mr. 
Shutt joined Penn Mutual in 1930. He 
has served some time as a district man- 
ager. 

Thomas E. Gray has been named gen- 
eral agent for the company at Tampa, 
and will develop Tampa and St. Peters- 
burg territories. A graduate of David- 
son College, he spent 11 years as an 
agency cashier. He joined Penn Mu- 
tual’s Webster agency in 1936 and was 
made district manager. 








Burnett Succeeds Fuquay 


G. P. Burnett, who has been with the 
San Antonio agency of Guarantee Mu- 
tual Life as an agent, has been ap- 
pointed general agent, succeeding C. R. 
Fuquay, who resigned because of illness. 


Mitchell Joins F. C. Whatley 


SAN FRANCISCO-—J. M. Mitchell, 
formerly assistant manager of the north- 
ern California agency of Fidelity Mu- 
tual Life and more recently in personal 
production for the company in Oakland, 
has been appointed head of the broker- 
age department of the F. Crook What- 








OPPORTUNITY: 


production 
ord, who are willing to work on a full-time 
Only men with sales experience, 
personality and approach need apply. All replies 
will be held strictly confidential. Address in- 
quiries to Box M-66, The National Underwriter, 
175 W. Jackson Bivd., Chicago, Ill. 





INSURANCE IN FORCE..................... $604,571,850 
(Including Deferred Annuities) 
Ae rere nee 50,321,495 
(Including Deferred Annuities) 
RI nn sciie econ cnacsduieiaeronan tie 190,068,352 
OR TOL OTe een 35,152,615 
CONTINGENCY RESERVE AND 
iA sans eusdatennesxesenndn’ 8,759,200 


Payments to Policyholders and Beneficiaries since 
the inception of the Company total $246,924,284. 


THE 


MANUFACTURERS LIFE 
INSURANCE COMPANY 
HEAD OFFICE - TORONTO, CANADA 
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SPECIFICATIONS FOR SUCCESS 


Prestige of the Company, complete co- 
operation, wide range of policy form, friend- 
liness to agents and to policyholders — the 
success of Fidelity agents is furthered by all 
these assets. 


Licensed in thirty-six states, including New 
York and the New England states. Sixty-two 
years of operation. Assets $132,000,000. In- 
surance in force $370,000,000. Originator of 
Income for Life, Disability, and Accidental 
Death benefits. 

Training course. Field assistance. Super- 
vision. Pre-approach and lead services. 
Package and program selling plans. Modi- 
fied Life, Family Income, Family Mainte- 
nance, Regular and Modified “Income for 
Life,’ Disability Income, Term to 65, Juvenile, 
Standard and Substandard—in addition to all 
regular plans. 


TF IDELITY MUTUAL LIFE 


INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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ley agency of Aetna Life here. He 
succeeds W. E. Ward, who has gone 
with Occidental Life in the same 
capacity. 





Denison and Party Transferred 


Roy Denison, Metropolitan Life man- 
ager at Salina and a past president of 
the Salina Life Underwriters Associa- 
tion and a former vice-president of the 
Kansas association, has been named 
manager of the Pennway district in Kan- 
sas City succeeding Henry Party who 
has been transferred to Salina as man- 
ager. 


Franklin in Expansion Program 

A broad expansion program inaugu- 
rated in January by the Franklin Life 
has resulted in opening new divisional 
offices in Los Angeles, Cleveland, Kan- 
sas City and Detroit. A second office 
has been opened in Chicago. 

Allan W. Carpenter, divisional mana- 
ger for Ohio, opened the Cleveland 
office; Paul C. White, Kansas City; C. 
T. A. Mallalieu, Detroit, and T. S. Kip- 
ping, Chicago, all are divisional mana- 
gers. H. C. Edelman is in charge at 
Los Angeles. 

Franklin Life recently opened a branch 
in Tampa, Fla., and now operates from 
coast to coast. 





Texas Manager Transferred 


The Mutual Benefit Health & Acci- 
dent and United Benefit Life have 
transferred R. P. Ingraham, manager at 
Wichita Falls, Tex., to Beaumont as 
manager. He was formerly in Beau- 
mont. He is succeeded as manager at 
Wichita Falls by G. J. Crossland. 


Boyle Opens New Mexico 


John Boyle, Chicago general agent 
Minnesota Mutual, is spending the win- 
ter in the south for his health and is 
opening a new general agency in New 
Mexico for Minnesota Mutual which has 
recently entered the state. Headquarters 
are located at 204 First National Bank 
building, Albuquerque. 








Merselis Named Supervisor 


_ Fred W. Merselis, a district manager 
in Newark division for the Sun Life of 
Canada, has been promoted to special 
supervisor in charge of the Newark divi- 
sion. He is an executive committeeman 
of the Life Underwriters Association of 
Northern New Jersey. 


Tobin Succeeds McQuade 


C. E. Tobin has succeeded Henry Mc- 
Quade, retired, as manager of the West 
End branch of the John Hancock Mu- 
tual Life in St. Louis. Mr. McQuade 
has been succeeded as a director of the 
St. Louis Life Underwriters Association 
by Harold Schepner, manager of the No. 
3 office of the John Hancock. 





Anderson and Ragon Promoted 


G. F. Anderson has been appointed 
agency assistant of Manufacturers Life 
at San Francisco in charge of produc- 
tion and field organization in that ter- 
ritory. He has been with the branch 
four years and in that period earned 
three production club memberships. In 
1940 he had a second year paid renewal 
rate of 100 percent. 

Philip Ragon, for two -years branch 
office secretary at Detroit, has been ap- 
pointed agency assistant at Los Ange- 
les for Manufacturers under Branch 
Manager G. M. Quigley, Jr. 





Huie Made Arizona Manager 


William B. Huie, Phoenix, has been 
made Arizona manager of the Business 
Men’s Assurance. Mr. Huie had been 
a successful personal producer for the 
company since May, 1936, when he be- 
came representative at Flagstaff. The 
past year he has been supervising Ari- 
zona salesmen. 





Owen-Neil New Seattle Agency 


Western Life of Helena has organized 
a new agency in Seattle, the principals 


being G. Reginald Owen and W. R. 
Neil, Jr. They will operate as_ the 
Owen-Neil agency. Mr. Owen has been 
in the business since 1935, and Mr. Neil 
for about three years. 





Walter G. Gastil, Los Angeles mana- 
ger Connecticut General Life, has opened 
a district office in Long Beach with Ray 
Underwood as district agent, and R. A. 
Balue as manager of the life department. 
The Gastil agency had its largest Janu- 
ary in history with a 60 percent gain in 
paid business. 

Henry Brazil has been made district 
manager at Norman, Okla., by the 
Massachusetts Mutual Life. 


INDUSTRIAL 


Workers Union Wins Vote 
in Trenton, N. J. Election 


John Hancock agents in Trenton, 
N. J., voted for the United Office & 
Professional Workers of America, Local 
71, by 14 to 6 in a NLRB election, the 
eighth labor board election among John 
Hancock agents in which the workers 
union has been successful. Four other 
elections have been won by the union in 
New Jersey: Elizabeth, N. J., Local 15, 
by 18 to 4; Jersey City and Palisades 
office, West New York, Local 84, by 
19 to 15 and 11 to 6, respectively, and 
Hoboken, N. J., Local 84, several 
months ago, by 21 to 15. Previously the 
union won also in Boston, New York 
and Buffalo. Election petitions have 
been filed in a number of other cities in 
Pennsylvania, Massachusetts, New Jer- 
sey, New York and Detroit. 

The first union contract with a major 
life company was signed between the 
John Hancock and Local 30, UOPWA, 
New York, Oct. 9, 1940. Negotiations 
are now under way for contracts cover- 
ing Hancock agents in Buffalo and 
Hoboken. 











Guardian, Tex., Quits Industrial 


The Guardian Life of Dallas has with- 
drawn from the industrial field and has 
sold its $2,724,215 in industrial policies 
to the Reliable Life of St. Louis. The 
Missouri, Kansas and Arkansas depart- 
ments approved the transfer this week. 
It had been approved some time ago by 
the Texas department. 





The Colonial Life has promoted E. J. 
Moehler to assistant manager in Newark. 


AGENCY NEWS 


Bender Has Ground Floor Space 


Lewis E. Bender, Minneapolis man- 
ager Acacia Mutual, has recently moved 
the company’s offices to the ground 
floor of the Foshay Tower. The offices 
face the elevator lobby and are consid- 
erably larger than the former space. Mr. 
Bender, who has been manager for less 
than a year, reports the 1940 total as 
double the 1939 production. Each man 
in the agency averaged over $125,000 in 
1940. 














Honor Veteran Producer 


February production of the George 
Harsh Mutual Benefit Life agency, Kan- 
sas City, is dedicated to Volney Thomas, 
who is celebrating his 30th year with 
the company in that agency. 

Mr. Thomas started his career in Kan- 
sas City at 21 and has been at or near 
the top in agency production every year 
of the 30. 





Long Service Record in Agency 


Fifteen men have been with the 
Northwestern Mutual Life agency in 
Portland, Ore., for a total of 380 years, 
average of 25% years each. Eight have 
been there 20 years each, two 25 years, 


two 30, two 35, and former Mayor H. R. 
Albee, 40 years. L. F. Larson is the 
general agent. The company presented 
the veterans service pins. 





W. T. Koop Agency Expands 

W. T. Koop, Minnesota general agent 
Kansas City Life, has enlarged his 
quarters in the Foshay Tower, Minne- 
apolis, now occupying an entire floor. 
The Koop agency showed the largest in- 
crease of all Kansas City Life agencies. 
The agency produced 37 percent more 
business in 1940 than in 1939. 





Over 100 agents and brokers attended 
a special luncheon of the W. S. Vogel 
agency at Newark for the Columbian 
National Life. 


NEW YORK 


KREINHEDER ON CODE COMMITTEE 


Assemblyman J. C. Kreinheder of 
Buffalo has been appointed a member of 
the special committee to recodify the 
New York insurance law. He succeeds 
R. Foster Piper, former chairman of the 
committee, who is now on the bench. 














BRAGG TO ADDRESS C. L. U. 


Manager J. E. Bragg of the Guardian 
Life of New York, New York City, will 
address the New York City C. L. U. 
chapter Feb. 25 at its luncheon at the 
Hotel Martinique. Mr. Bragg will speak 
on “Answering the Inflation Objection.” 
He. will outline the subject in a general 
way and will then ask members of the 
chapter to participate in the discussion 
by giving their answers to this objec- 
tion. Members have been asked to 
go to the meeting prepared to discuss 
the way they handle the problem during 
a sales interview. 





Increase your sales during Accident & 
Health Week, March 24-29. 





General Agency 


OPPORTUNITIES 
for good personal 
producers 


LentralLife 


INSURANCE COMPANY 


of Illinagis 


ALFRED MacARTHUR, PRESIDENT 
211 WEST WACKER PROVE, CHICAGO 
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CONNECTICUT 
Agency Opportunities 


Also in Illinois, New Jersey, 
New York, District of Columbia 
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pitalization protection. Write today. 
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LIFE— ACCIDENT — HEALTH — HOSPITALIZATION 


Aggressive Connecticut agencies will find this an unusual opportunity to 
become associated with a sound, progressive New York life insurance com- 
pany, the tenth oldest in America. In back of you will be a friendly, helpful 
group of company executives, an aggressive agency department, ample 
sales aids, and a complete portfolio of policies designed to meet the grow- 
ing and varied needs of the public for Life, Accident, Health !and Hos- 


THE UNITED STATES LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
101 FIFTH AVENUE 


NEW YORK, N. Y. 


OUR AGENTS RETIREMENT PLAN 


Is designed to give every Under- 
writer who works conscientiously 
for quality business ... . a guar- 
anteed life-time income. 


Address Inquiries to: 


M. ALLEN ANDERSON, Director of Agencies 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


THEO. P. BEASLEY 
DALLAS 





* PRESIDENT 
HOME OFFICE 
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Fraternal Lawyers 
Meet in Chicago 


Four main addresses are on the pro- 
oram for the annual meeting of the Fra- 
ternal Society Law Association to be 
held in Chicago Feb. 21-22. A. J. Don- 
ovan, Chicago, the president, will pre- 
side. 

D. T. Winder, Chicago attorney, of 
the legal division of the Selective Serv- 
ice System, Washington, D. C., will dis- 
cuss “The Government as a Fraternal 
Insurance Society.” Mr. Winder is a 
major on reserve, who recently was 
called into active service at Washington. 

President Donovan will give his ad- 
dress, Secretary R. F. Allen, general 
counsel Standard Life, Topeka, will re- 
port and committees will be appointed 
on the morning of the first day. In the 
afternoon, James W. Cotter, attorney, 
Fulton, Fulton & Sheen, Chicago, will 
discuss “Insurability—Good Health— 
Are They Synonymous?” 


Other Speakers on Program 


David Hersch, assistant general coun- 
sel Maccabees, Detroit, will speak on 
“The state unemployment compensation 
acts and federal social security act in re- 
lation to fraternal benefit societies.” On 
the second morning E. S. Cummings, 
Jr, attorney, Cummings & Wyman, 
Chicago, will talk on “Conflict of Laws 
in Fraternal Insurance Contracts.” 
There will follow a forum of legal ques- 
tions and legislative problems, then the 
annual election. The society will ad- 
journ to a joint luncheon with the IIli- 
nois Fraternal Congress. which will 
hold its annual meeting Saturday. 


Director Jones Is to Attend 


Director Paul F. Jones of Illinois will 
attend and Frank Young, department 
attorney, will speak at the annual meet- 
ing of the Illinois Fraternal Congress. 
T. R. Heaney, secretary Catholic Order 
of Foresters, congress president, will 
preside. 

A. O. Benz, president National Fra- 
ternal Congress and Aid Association for 
Lutherans, and N. J. Williams, presi- 
dent Equitable Reserve, will talk, the 
latter on organization work. 

A feature of the joint luncheon will be 
the Washington Day address by James 
F. Bishop, veteran Chicago lawyer. 

Mrs. Hulda Donohoe, Illinois state 
manager Woodmen Circle, will report 
on the Fraternal Day celebration at the 
Illinois state fair last August. 





Security Benefit Statement 


The Security Benefit of Topeka as- 
sets Dec. 31 totaled $14,316,344, a gain 
of about $1,312,000; insurance in force 
Was $81,368,201; new insurance written 
$3,560,105; liabilities including reserves 
$11,498,010. Benefits paid last year 
totaled $1,670,253 and since organization 
$84,880,931, 
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SECURITY - PROTECTION + GOOD FELLOWSHIP 


A Legal Reserve Fraternal Life Ins. Society 
309 W. Jackson Blvd., Chicago 





THE WOMEN’S BENEFIT ASSOCIATION 


Founded 1892 
A Legal Reserve Fraternal Benefit Society 


.~ West Miller Frances D. Partridge 
upreme President Supreme Secretary 


Port Huron, Michigan 
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Minard Field Supervisor 
of Modern Woodmen 











CLYDE MINARD 


Clyde Minard, Davenport, Ia., was 
appointed field supervisor of Modern 
Woodmen, Rock Island, Ill., by Oscar 
E. Aleshire, national president. 

Mr. Minard is a C.L.U. who has been 
engaged in the life insurance business 
for 12 years. Since 1936, he has been 
associated with a commercial life com- 
pany as special agent in the Tri-Cities. 
He received the C.L.U. designation 
from the American College of Life Un- 
derwriters in 1936, and since that time 
has instructed classes in life insurance 
for the American College under the aus- 
pices of the Tri-City Association of Life 
Underwriters. 


Formerly Was a Teacher 


Previous to engaging in the life in- 
surance business, Mr. Minard had 15 
years’ experience teaching in the pub- 
lic schools in central Iowa and was 
principal of the Smart Intermediate 
school, Davenport, for four years. 

He attended Western Normal College 
for two years and Coe College academy, 
receiving the B.S. degree from Coe in 
1911. Later he did graduate work at 
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OUR fast-selling, low-cost JUVENILE 
policies are ideal “door-openers” 
and the kind of goodwill-builder 
that helps to keep our men at the 
top! 


{oe} FIDELITY 


Life Association 
Fulton, Ml. 45th YEAR 





Iowa State University and University 
of Chicago. 

Mr. Minard’s duties will include edu- 
cation and training of the field force and 
promoting extension work throughout 
the United States. 





Maccabees 1940 Increases 
Shown in Statement 


Maccabees assets Dec. 31 were $55,- 
514,233. Insurance in force was $203,- 
960,097, increase $3,923,516. Included in 
this latter figure was $177,116,603 adult 
life business and $26,843,494 junior busi- 
ness. Members totaled 231,136, there 
being 170,107 adult and 61,029 juniors. 
Total benefits paid to members and 
beneficiaries in the year were $6,089,593, 
and the grand total of benefits paid since 
organization $262,651,420. 

Mortality was 67.59 percent of ex- 
pected, the lowest point in many years, 
comparing with 71.66 in 1939 and 71.46 
in 1938. The net interest rate earned 
was 3.778 percent compared to 4 per- 
cent or better for the last five years. 

New business was $42,763,296, increase 
$2,345,277. Adult life benefit member- 
ship, as well as adult insurance, and 
junior membership and junior insurance 
increased substantially. 





Status of Michigan Union 


Although Michigan Union Life of 
Grand Rapids, which is having an en- 
counter with the Michigan department 
and has received some unfavorable leg- 
islative attention, was incorporated as 
a fraternal society, the true fraternal or- 
ganizations do not regard Michigan 
Union as a fraternal benefit society. 
They say that it has not been operating 
as such for the past several years. It 
was formerly known as New Era Life 
Association and it has been attempting 

(CONTINUED ON PAGE 20) 














Five Modern Legal 
Reserve Contracts 


@Ordinary Life 

@Twenty Payment Life 

@ Endowment at Seventy 
@Twenty Year Endowment 
@Family Income 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for almost fifty years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 

a) 


Write for particulars to 
PETER F. GILROY, President 


1447 TREMONT PLACE 
DENVER, COLORADO 








Will Rogers said: 





[Was Greatly Beloved] 
Is Nationally Mourned 4 


His words on Life Insurance to Men and Women 
in all Walks of Life — Will Live Forever. 


“When I buy life insurance, not only do I know where I am at, 
but my family knows where they’re at. If you don’t believe in 
Life Insurance, just try dying without it.” 


EQUITABLE RESERVE ASSOCIATION 
NEENAH, WIS. 


(A Great Friendly Society with a record of 44 years of real service to its 
members.) 

















service—Protection 


by 


SUPREME OFFICE 








TWOFOLD SERVICE BRINGS PROGRESS — 


Royal Neighbors of America was chartered in 1895 with a member- 
ship of 4,124 in 100 camps and insurance in force of $576,000. 
the Society is one of the leaders in its field, figures of Jan. 1, 1940, show- 
ing: Membership, 514,503; camps, 6,238; insurance in force, $344,097,822; 
admitted assets, $70,840,055, and claims paid, $108,312,911. 

This progress is attributable to the Society’s principle of twofold 


Fraternalism. 
planted by its founders and has been a guiding light for 45 years. 


In Protection and Fraternalism the Society has been alert to progress, 
offering legal reserve life insurance for the whole family, benefits of 
camp activities, financial aid from its fraternal fund for needy members 
and benefits of the Royal Neighbor Home to worthy members. 


Protection and Fraternalism is a principle that is diligently guarded 


ROYAL NEIGHBORS of AMERICA 





Today 


principle was y im- 


ROCK ISLAND, ILL. 
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LIFE SALES MEETINGS 





State Mutual Life General 
Agents Attend Annual Meet 


Thirty-four State Mutual Life general 
agents attended the annual meeting in 
Worcester, and officers and executive 
committee members of the General 
Agents’ Association met in a number of 
closed sessions to prepare recommenda- 
tions to present for study by the home 
office agency committee. Agencies from 
Maine to Georgia and as far west as 
Iowa were represented. 

President Chandler Bullock followed 
his custom, on the night preceding the 
annual meeting, of entertaining the vis- 
itors at a dinner, at which he discussed 
informally elements making for the com- 
pany’s outstanding progress during 1940. 

George F. Robjent, Boston general 
agent, is president of the General 
Agents’ Association. Others elected by 
the general agents as their representa- 
tives in agency-company matters are 
Guy A. Reem, Detroit, vice-president; 
and T. F. Hazen, Jr., Knoxville, secre- 
tary-treasurer. Executive committee 
members are George S. Lott, Dayton; 
Morton H. Wilner, Philadelphia: Henry 
M. Powell, Atlanta, and Lee B. Scheuer, 
Cincinnati. 


Mutual Benefit Midwest 
Agencies Parley at K. C. 


KANSAS CITY—ThLe annual mid- 
western regional convention for 11 Mu- 
tual Benefit Life agencies will be held 
here April 26-28, General Agent George 
Harsh, head of the Kansas City agencv, 
announced, A 

Among company executives planning 
to attend are John R. Hardin, president; 

Kenagy, superintendent of agen- 
cies; Dr. Walter A. Reiter, medical di- 
rector; Archibald Kirkland, head of the 
supplemental agreement department. 

Agencies and general agents to be rep- 
resented at the meeting are: St. Louis, 
F. D. Haselton; Minneapolis, P. M. 
Ryan; Omaha, Willard Johnson; Den- 
ver, R. Wilkinson; Des Moines, 
Percy Potter; Davenport, bode 
Leaver; Sioux City, Ia., i, Doty; 
Sioux Falls, S. D., Grant Morstad; Mex- 
ico, Mo., Fred F. Peck; Wichita, E. E. 
Kenagy, and Kansas City. 








Many on Rally Programs of 
Equitable Society in S. C. 


Possibilities for business due to ex- 
tensive homebuilding activities in most 
communities were stressed by Wade 
Buice at the two-day sales conference 
of the E. R. Jeter agency of Equitable 
Society at Rock Hill, S.C. Mr. Buice 
stated a substantial portion of his busi- 
ness in 1940 was written among new 
home owners in need of mortgage pro- 
tection. 

As a memory jogger on prospecting, 
Bill Cunningham uses the local tele- 
phone directory to refresh his memory 
of people he has met or knows about. 
Lathan Roddey urged agents to stop 
underestimating ability of prospects to 
buy, which will increase the average 
size of policies sold. Others on the 
program were Ed. Wright, M. Mc- 
Manus, James McCutcheon, Des Ed- 
munds, Frank Smith, Ernie Scott, and 
Jesse Barbour. 

Attending from the home office was 
Vance L. Bushnell, second vice-presi- 
dent, who appeared on the program. 

Mr. Bushnell attended also’ the 
Equitable Society agents’ rally at Ra- 
leigh, N. C., which attracted 40 agents 
from over the state. Agency Manager 
John Pasco presided. 





The Lynn Smith Agency of the Con- 
necticut Mutual Life held a meeting in 
Wichita attended by George F. B. Smith, 
assistant vice-president, and Herley 
Daily, Kansas City general agent. 


George Washington Life 
Agents in Nation’s Capital 


WASHINGTON, D. C.—The George 
Washington Life is holding its annual 
agency convention here. In presenting 
greetings at the opening session D. W. 
Dunbar, executive vice-president, ex- 
pressed appreciation for the agents’ 
achievements and enthusiastic loyalty 
during the past year. He stressed the 
need for the establishment of proper co- 
operation and maintenance of confidence 
between management, agents, policy- 
holders and the public. Greetings were 
given by L. G. Thompson, agency man- 
ager, and LeRoy L. Osborn, the chair- 
man. President L. W. James spoke on 
“Our Open Book,” and M. L. Crowder 
on “Southland Breezes.” The afternoon 
was devoted to sightseeing and special 
group dinners were held in the evening. 

At the Friday session J. S. Roberts, 
advertising manager of the Retail Credit 
Company, Atlanta, will speak on “In- 
spection Reports” and H. S. Weather- 
ford on “Mountain Echoes.” A special 
entertainment program will be provided 
for the evening. 

At the Saturday session achievement 
awards will be presented. L. H. Hall 
will give “Blue Grass Reflections.” Fol- 
lowing a tour to Mount Vernon in the 
afternoon, a George Washington birth- 
day banquet will be held in the evening. 
R. M. Wehrle will talk on “The Ancient 
Mariner” and President James will pre- 
sent professional underwriter diplomas, 
President’s Month Cups, the millionaire 
scroll and the George Washington 
trophy. 





Pan-American Convention in 
New Orleans Feb. 25-28 


Pan-American Life’s national conven- 
tion for domestic agents will open in 
New Orleans on Mardi Gras day, Feb. 
25, and run through Feb. 28. Theme 
is “Home Protection Is National De- 
fense.” Over 150 agents, their wives 
and guests will attend. 

President Crawford H. Ellis will open 
the business sessions Feb. 26. Talks 
include Vice-president E. G. Simmons’ 
address on “Life Insurance Is Home 
Defense”; E. H. Hezlett, vice-president 
and general manager, “Life Insurance 
—the Bulwark of Defense”; Dr. Marion 


Souchon, vice-president and _ medical 
director, “Medical Mobilization”; F. W. 
Gleason, vice-president and secretary, 


“The Stronghold of Safe Investments”; 
John Y. Ruddock, vice-president and 
actuary, “The Underwriters’ Role in 
National Defense.” 

The banquet will be followed by a 
floor show and general dancing, and 
visits to places in the historic Vieux 
Carre. 





Huge State Farm Rally 
in Chicago Feb. 24-27 


More than 2,500 agents, wives and ex- 
ecutives of the State Farm insurance 
companies of Bloomington, IIl., will 
gather for the annual agents’ meeting 
in Chicago for four days commencing 
Feb. 24. This is always a most colorful 
gathering. 

The meeting is opened with all the 
showmanship of a national political con- 
vention. Brass bands, state standards, 
flags, spotlights, costumes, parades, 
short speeches, cheers and the enthu- 
siastic participation of a crowd that 
packs the ballroom take up the first 
morning. Each year the committee 
tries to outdo the preceding year, and 
it is predicted that this year will reach 
a new high in showmanship. 





Honor Great National Leaders 
DALLAS—Winners of 1940 produc- 
tion awards among Great National Life 
agents were honored by President S. J. 
Hay at the meeting here of the Presi- 


dent’s and Leaders Clubs. 

Miss Cora Dulaney of the home office 
agency won the efficiency trophy for the 
best all-around sales job of the year for 
the eighth time. Ted Hudson, Hender- 
son, received the regional efficiency tro- 
phy for agents in towns under 50,000. 
John A. Monroe, Jr., of Dallas agency 
for the fifth time won the production 
cup as leader in paid-for business. 

The trophies will be formally pre- 
sented at the agency convention at Rui- 
doso, N. M., next June. Mr. Monroe, 
president of the clubs by virtue of his 
sales leadership, presided at the business 
sessions. 


Shenandoah Life 25th 
Anniversary Banquet Feb. 25 


The 25th anniversary of Shenandoah 
Life is being celebrated with a banquet 
in Roanoke Feb. 24. In addition to the 
officials, directors and home office staff. 
there will be a number of state insur- 
ance officials, executives of other life 
companies and prominent citizens of the 
territory attending, 


State Life Texas Meeting 


W. A. Rinker, Dallas manager State 
Life of Indiana, was host to about 25 
agents throughout Texas at a two-day 
sales meeting in Dallas. Selling quality 
business in 1941 was the keynote. 

R. E. Sweeney, president, and Roy H. 
Kerr, supervisor of agencies, represented 
the home office. A discussion of the 
company’s new double protection con- 
tract was a feature. 











Lincoln National Texas Rallies 


A. L. Dern, vice-president and agency 
manager of Lincoln National Life, Dr. 
W. E. Thornton, medical director, and 
O. D. Douglas, Texas general agent, 
will conduct a series of one-day meet- 
ings at El Paso, Amarillo, Dallas, 
Houston and San Antonio beginning 
March 3. 








Form “40 Beaters” Club 


One hundred agents of Ohio State 
Life throughout the United States have 
formed the ‘40 Beaters’ Club, which 
will have a prominent part this year in 
observance of the company’s 35th anni- 
versary. Thirty-three agencies also are 
represented in the club. 





Cross Pinch Hits in St. Louis 


Walter D. Cross, assistant manager of 
agencies for Provident Mutual Life, 
has taken temporary charge of ‘the 
St. Louis office in the emergency caused 
by the illness of General Agent J. A. 
Parker, who has gone to Naples, Fla., 
seeking to regain his health. 





Everyone likes to talk about oneself, 
so devote your sales talk to the prospect 
on the subject that interests him most— 
himself. 





Something New 
IN_LIFE INSURANCE 


A Pure Protection . . . ordinary or 
whole life policy without cash values 


Our limited pay policies permit 
the withdrawal of cash values 


Without amneiies policy 


Without note, interest or reducing policy 
Many other new features 
that appeal to thinking people 


Commissions that will interest any 
salesman. Previous experience not essential 
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WALTER C. GREEN 


Consulting Actuary 
Franklin 2633 
211 W. Wacker Drive, Chicago 
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Consulting Actuary 
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Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 
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=F iid the New York City Life Super- “that the provisions of the act should eration president and resident vice- expansion of the agency force 
visors Association. be taken advantage of in connection president Maryland Casualty. Reserva- Born is Nasheliie, Jan. 14 "1899. Mr. 
What it is that causes these persons with any concerted drive to induce men tions indicate this will be a notable Bend avadunhed team the Udivarsite of 
to be poorer risks than standard is often to take out new life insurance on the gathering of the insurance clan of the Virginia in 1981 with honors. He is a 
=> extremely difficult to detect in advance, principal, if not sole, inducement that state. e : member of Phi Beta Kappa and re- 
i. he said. The electrocardiogram is one they will have to pay only one premium, The DuPage County and Joliet local ceived his M.A. degree from the Uni- 
approach but even that will require eyen a part of one annual premium, and boards were among the last to make res- pei Virginia in 1922. 
JR. much wider experience before it can be then the United States government will ¢rvations. Ernest Palmer, immediate “yf.” Boyd entered the investment de- 
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ness. He predicted more extensive use jg in the service and for one year there- On the reception committee. There also Company in 1923; was elected vice- 
Itnots of the electrocardiogram and other after.” will be present a number of other de- president in 1996 ail president in 1933 
= tests now regarded as special. In _ “We have assumed that the relief, partment officials. Sie te claw. achien de baleen aiek olete 
of gains in ee ee tittle ae from the payment of premiums on _ President Keevers Officiates affairs of the city. He was president 
younger ages 1 2F insurance up to $5,000 provided by the ee : - of the Louisville Clearing House Asso- 
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stayed, so electrocardiograph, x-rays, 
0 blood chemistry and other underwriting 
procedures are creeping in to assist us 
in selection,” Dr. Reiter said. “These 
new procedures may seem burdensome 
to you and even to us at the home 
offices, but we must accept them with 
an open mind. It might appear that 
prospects are eliminated by more de- 
tailed examinations. 

“However, careful inspection in the 
past definitely indicates that more in- 
telligent and scientific selection really 
opens other fields, adjusts situations and 
in the end really broadens our selection. 
Research is essential to progress in any 
institution today. . . . The rising mor- 
tality from disease of the heart and cir- 
culatory system, cancer, and deaths 
caused by accidents will all be problems 
of investigation and research in the next 
few years. These will be reflected in 
the field by requiring snecial examina- 
tions and greater caution in selection.” 

Dr. Reiter sketched the history of un- 
derwriting, showing the trend away 
from judgment based purely on medi- 
cal considerations. 


John Hancock Shifts Managers 


The John Hancock Mutual Life an- 
nounces these district agency changes: 
W. H. Daley, Jr., from regional district 
manager in Greater New York to dis- 
trict manager at Malden, Mas., succeed- 
ing C. E. Keniston, who retires under 
the pension plan; V. J. Butts from 
Brooklyn 5, to regional district manager 
in Greater New York; Herman Sulzer 
from Queens, N. Y., to Brooklyn No. 5; 
J. Q. Johnson from Philadelphia No. 3 
to Queens; R. H. Cross from regional 
district maanger of the southeastern 
division to Philadelphia No. 3; E. H. 
Fowler from field supervisor in Connec- 
ticut to southeastern regional district 
manager; T. A. Jennings, from midwest 
field supervisor to field supervisor in 
- | Connecticut; R. J. Wright from assist- 
" ant district manager, Allentown, Pa., to 
s 





ic. 
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district maanger at McKeesport, Pa., 
succeeding N. Moscowitz, retired under 
, | the pension plan. 

, ' _A new district will be estabished at 
' Wakefield, Mass., with A. G. MacDon- 








» ald, now supervisor at Malden, Mass., as 
district manager, 





Zone 4 Examination Plan 


> ST. PAUL—Commissioner Johnson 
> of Minnesota, chairman of Zone 4, 
Stated this week that it has been agreed 
that hereafter when invitations for con- 
vention examinations have been received 
and accepted, each commissioner in each 
zone will be notified as to who has ac- 
» cepted the invitation and which exam- 
J} [9 mers are on duty. 








owing to the dislocation of their usual 
production of income resulting from 
their induction into the service.” 

Condemning “drives” to sell new in- 
surance on the basis of the national 
government carrying the load as soon 
as the policyholder is inducted into the 
service, Mr. Myrick’s statement says: 

“We urge that all such solicitation of 
new business by life insurance agents 
be discontinued, except in cases where 
the man about to enter the service has 
a very definite dependency problem, the 
solution of which requires the purchase 
of additional life insurance, in connec- 
tion with which there is every likeli- 
hood of the insured’s repaying any pre- 
miums advanced by the government and 
continuing the policy in force after the 
termination of his service.” 





Nebraska Department Held 
Not Quasi-Judicial Body 


LINCOLN, NEB.—tThe state su- 
preme court, in a unanimous decision, 
held the insurance code does not, either 
in direct terms or by language from 
which such an inference may be drawn, 
confer on the insurance department 
quasi-judicial powers or exclusive juris- 
diction to determine legal and equitable 
controversies between insurance com- 
panies and their policyholders. The 
court said that not only did the enforce- 
ment of rights and liabilities as between 
companies and policyholders receive no 
attention in the code, but there was no 
expression found in it that would operate 
to curb or abridge any constitutional 
common law or equity power or juris- 
diction of district courts. It added that 
any attempt of the legislature to give 
the insurance department primary juris- 
diction of such controversies would be 
ineffective and void because it would be 
an effort to oust the district court of 
jurisdiction over trust funds and trusts 
and litigation in relation thereto. 

Judge Yeager held the district court 
is a creation of the constitution, 
whereas the department is not an agency 
of the state but merely an executive 
department with power to exercise gen- 
eral control over insurance companies 
and their operation in the state and to 
invoke the court aid in liquidating in- 
solvent companies. 

The case was one where four policy- 
holders of Lincoln Liberty Life sought 
a court order for examination of the 
books on the contention about $1,000,000 
belonging to participating policyholders 
had been diverted to other uses. 





Get ready for Accident & Health Week, 
March 24-29. 


sociation of Casualty & Surety Execu- 
tives, New York. About 
seated at the speakers’ table. 

John L. Clarkson, chairman reception 
committee, member of Bartholomay & 
Clarkson, Chicago, and chairman Re- 
publican Insurance Committee of IlIli- 
nois, who led the successful insurance 
effort to elect Governor Green, will 
speak. 

Director Jones is to be introduced by 
Ferre C. Watkins, personal representa- 
tive of the governor. The director’s ad- 
dress is expected to set forth fundamen- 
tal policies of his administration. 

After the luncheon and talks there 
will be an informal reception for the as- 
sembled insurance men to meet Director 
Jones. 


75 «will be 


Committee in Charge 


The committee on arrangements is 
headed by Gail Reed, Chicago broker 
who was vice-president of the Republi- 
can Insurance Committee of Illinois in 
the pre-election campaign and is assist- 
ing in carrying on the work. Others on 
the committee are Mr. Keevers, Wal- 
ter J. Floreen, chairman insurance divi- 
sion, Republican state central commit- 
tee, and Lillian L. Herring, executive 
secretary of the federation. 





Dallas Agency Leads 


The Southland Life’s Dallas district, 
Ross Priddy, manager, led the entire 
field in two of the five factors in stand- 
ings of the entire field force for 1940. It 
led in total production and in highest 
persistency ratio for 1940. The district 
is also among the leaders for the early 
weeks of 1941. 





Byron K. Elliott, vice-president and 
general counsel of the John Hancock 
Mutual Life is now a director of the In- 
diana University Foundation. He was 
graduated from Indiana University in 
1920 and later received his law degree 
from Harvard. 


ciation. 





Confer on R. R. Reorganization 


BOSTON—Officials of 13 life com- 
panies. from four states who hold $72,- 
000,000 worth of bonds of the New York, 
New Haven & Hartford Railroad, held a 
conference here with Governor. Salton- 
stall looking to a. reorganization of the 
Old Colony and New Haven railroad for 
the protection of their holdings. 

An I. C.-C petition -is now pending 
for including the Old Colony in the New 
Haven reorganization and the apparent 
intent is to greatly curtail the operation 
of the Old Colony system. 

A committee. was formed to make a 
study of the situation and report ways 
and means of effecting a reorganization 
which will be advantageous to the inter- 
ests of the bondholders. The committee 
includes President G. W. Cox, John 
Hancock Mutual Life and H. C. Hag- 
erty, Metropolitan Life. 





Phipps Instructs Chicago Course 


D. Miley Phipps, Parsons agency of 
Mutual Benefit Life, Chicago, is in- 
structor for the semester credit course 
sponsored by the Chicago C.L.U. chap- 
ter on “Principles and Practices of Life 
Insurance.” The course started this 
week will run until the end of May. It 
is being held every Tuesday night at 
8 p.m. at Wieboldt Hall, downtown 
campus of Northwestern University. 


U. S. Chamber Meeting Dates 


The annual meeting of the United 
States Chamber of Commerce is to be 
held in Washington April 28-May 1. 
The insurance division always has a full 
day scheduled during that time. 


Roy Sheldon of the Russell G. Hoghe 
general agency of the Equitable Life of 
Iowa in Los Angeles was the leading 
producer of the company in January. 
The Hoghe agency ranked fourth. 
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Mortgage Cancellation — Bank Loan Plans 


Write Paul L. Temple, Agency Director, 
For Complete Details 


MISSOURI INSURANCE COMPANY 


“An Old Line Legal Reserve Life Insurance Company With 
$16,000,000 Insurance in Force” 


Home Office 
St. Louis, Mo. 
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Kentucky Opinion Holds 
Dividends Taxable 


FRANKFORT, KY.—Assistant At- 
torney General A. E. Funk informed the 
insurance division that dividends al- 
lowed to remain with the company to 
add to the policy are legally premiums 
and therefore taxable. 

Dick M. Wheat, state insurance actu- 
ary, who asked for the opinion in the 
case of the Northwestern Mutual Life, 
said the insurance division’s record 
showed the company owed the state 2 
percent tax on approximately $360,000 
dividends retained 1935-39, inclusive, or 
$7,200. . 

Wheat indicated the company’s con- 
tention is that retained dividends are 
not subject to the premium tax, and that 
a test suit would be brought to settle 
the issue. Where policyholders cash 
their dividends or use them in paying 
their premiums the state does not tax 
them. 

“Most companies,” he said, “have 
been paying the premium tax on re- 
tained dividends, and we are going to 
check up on all of them as a result of 
the opinion.” 


War-Time New Life Sales 
Show Decline in England 


New ordinary life business in Eng- 
land totaled £100,666,471 in 1940 com- 
pared to £150,933,939 in 1939 and 
£190,597,244 in 1938, according to re- 
ports from 42 English and three Cana- 
dian life companies. This is a decrease 
of 33.3 percent from 1939 and 47.4 per- 
cent from 1938. Only the Eagle Star 
showed an increase while eight compa- 
mies showed declines of 30 percent, 16 
ibetween 30 and 40 percent, and 17 of 
over 40 percent including four with de- 
creases exceeding 60 percent. Group 
life and pension business is holding up 
well. For example, Legal & General 
shows a reduction of only .4 percent in 
group while its ordinary business shows 
a 41.9 percent decrease. The three Can- 
adian companies licensed in England 
wrote £5,563,396 business in 1940 as 
against £6,880,262 in 1939, an 18.3 de- 
crease. 

In its Great Britain “Bulletin,” the 
Manufacturers Life of Canada reports 
that the average annual production of 
£14,000 per agent in England in 1938 
increased to £22,000 per agent in 1940 
with fewer men under contract. 








New Statements Reveal 
Constructive Development 
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$396,393 in 1940. Insurance in force 
increased 16.87 percent to a new high 
of $12,778,414. Premium income was 
$242,381, an increase of $143,604. Policy 
reserves were $158,946, an increase of 
290.63 percent. Capital is $100,000 and 
surplus $91,323. Net interest was 3.51 
percent, an increase. Mortality was 37 
percent. 


Hochstadter Has Brilliant Record 


C. P. Hochstadter, J. M. Gantz 
agency Pacific Mutual, Cincinnati, who 
is vice-president of the Pacific Mutual’s 
Big Tree Club, premier production 
group, in the last five years, has been 
first among all of the company’s repre- 
sentatives in production twice and sec- 
ond in production twice. For two years 
he was leader of the company’s million 
dollar club. He has been a member of 
the Big Tree club 16 years and the Top 
Star group five years. 








Underwriters Select Chicago 


Chicago has been selected by the ex- 
ecutive committee for the next annual 
convention of the Institute of Home 
Office Underwriters. Walter K. Fritz, 
manager Lamar Life underwriting de- 
partment, is president. The convention 
will be held at the Edgewater Beach 
Hotel in September. 





Seeks to Attack Effort to 
Tax Annuity Contract 


A suit attacking authority of the state 
revenue department to tax annuities was 
brought in circuit court at Louisville by 
A. K. Whitelaw of Mocking Bird Val- 


ley. Mr. Whitelaw, retired vice-presi- 
dent Standard Oil of Kentucky, stated in 
his petition he was being sued in county 
court for failing to list the policy for 
taxation in the last years. The state has 
valued the policy at about $150,000. He 
also seeks to enjoin the tax commission- 
ers sheriff and board of tax supervisors 
from attempting to collect taxes on the 
policy. 

Mr. Whitelaw likens the policy to the 
state’s old age and pension plan. His 
petition points out that the revenue de- 
partment, which never before attempted 
to tax any kind of insurance policy, has 
ruled annuities are taxable, and contends 
that annuities do not have a fair cash 
value, and there is no constitutional or 
statutory provision fixing the method of 
valuation of such policies. 





Insurance Important Credit Factor 


PITTSBURGH—lIn enlarging credit 
resources and protecting credit facili- 
ties, life insurance performs definite 
services, F. W. Ries, Jr., Pittsburgh 
manager Canada Life, told the Credit 
Men’s Association here. 

Maintenance of life insurance by a 
business or by the business man as an 
individual, provides tangible evidence 
of character and indicates an apprecia- 
tion of the insured’s responsibilities to 
his creditors. 

Life insurance can be used as support- 
ing collateral for a loan, guaranteeing 
liquidation of the debt in the event of 
the borrower's death. Life insurance 
itself is credit since it provides guaran- 
teed loan and cash values. It can’ be 
used to protect the business against the 
loss of human life values which justify 
the granting of commercial loans. It 
enables the creditor to capitalize and in- 
sure the intangible factors of capacity, 
management ability, character, and will- 
ingness to pay, upon which he must 
depend so largely in his commercial 
credit extensions. 





Northwestern National Study 


Northwestern National Life has made 
a study on the cost of building a mod- 
ern home and has found that construc- 
tion costs have soared several hundred 
dollars in the past 12 months. The re- 
port analyzes the rise in 19 principal 
cities and deals with the sharp increase 
of the hourly wages of unskilled build- 
ing labor. However, it finds that the 
combined cost of building materials are 
at a fraction of the percent below the 
all time high reached in 1926. 





Jas. Hazen Hyde Mav Return 


James Hazen Hyde, who resigned as 
vice-president of Equitable Society in 
1905 and went to Paris to live, plans 
to resume residence in the United 
States, according to a copyrighted Paris 
dispatch in the New York “Herald 
Tribune.” As a witness in the Arm- 
strong investigation hearings Mr. Hyde, 
who had become vice-president of 
Equitable in 1899 at the age of 24, de- 
clared that older and more experienced 
directors had used him as a catspaw. 
The following month he resigned and 
went to France. 





Correction on Florida Dates 


The heading on last week’s story of 
the annual convention of the Florida 
Association of Life Underwriters read 
“June 3-4” when it should have been 
April 3-4. The meeting will be at West 
Palm Beach. 





W. Lee Baldwin, president of Security 
Life and Accident of Denver, was called 
to Illinois last week on account of the 
death of his mother, Mrs. Elizabeth 
— She was buried in Vincennes, 

nd. 


Chicago Managers Stress 
Care with Seasoned Men 


All Chicago managers who are build- 
ing agencies are giving much more time 
to the more seasoned salesmen and less 
time to recruiting new ones. Usually 
a program is worked out as to new 
agents for the next five years, the gen- 
eral agent and perhaps his superinten- 
dent of agencies at the head office de- 
ciding just how many additions should 
be made. This means that the man- 
agers are giving far more attention to 
selection at the source and are not 
taking on any people where there is a 
serious doubt as to their making a suc- 
cess. After it has been demonstrated 
that a salesman is thoroughly successful 
in selling insurance, then every possible 
assistance is given him in building him 
up to a higher standard of production. 

One manager in discussing agency 
building said: “I find that one of my 
difficulties and troubles rests with my- 
self. There is no one on earth who can 
tell whether a newcomer will succeed in 
selling life insurance or not. He may 
apply all sorts of scientific formulae, 
every possible psychological test and use 
his own ingenuity and experience in siz- 
ing up an applicant. He must be tested 
and tried before he himself or the man- 
ager can know whether he will be a 
success or not. I find that I keep men 
under contract too long where I am 
quite sure they are not going to make 
the grade. That is due perhaps to false 
pride on my part. I have taken satis- 
faction in making the selection, believing 
that I was securing a winner. There- 
fore to dismiss a salesman is a reflection 
on my judgment in the eyes of my asso- 
ciates. The trouble with most of us is 
that we keep agents too long when we 
are sure they will not be a success. We 
should get rid of them and that will 
furnish us more time to give to those 
who are successful.” 





Acacia Has Retirement 
Plan for Its Employes 


Acacia Mutual Life announces a new 
retirement plan for all home office and 
branch employes effective as of Jan. 1, 
1941. 

The plan is on a contributory basis, 
the company matching dollar for dollar 
the deposits of the employe. Liberal 
past service retirement credits are pro- 
vided entirely at the expense of the 
company. In addition, the plan provides 
for substantial life insurance benefits at 
a low cost, which is borne jointly by the 
company and the employes, as well as 
disability benefits. The normal retire- 
ment age is 65; an employe may retire 
upon reaching age 60, however, provided 
he has 15 years of continuous service. 
All deposits by employes and contribu- 
tions by the company are accumulated 
at interest each year at the net rate 
which the company earns on its assets. 

President Montgomery years ago 
pioneered in the creation of a retirement 
plan for the agency organization. The 
adoption of a similar plan for home 
office and branch employes means that 
every person in Acacia can look forward 
with assurance to security in old age. 


FRATERNALS 
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to transform into a mutual life 


company. 





Golden Anniversary Rally 


Woodmen Circle will observe its 
golden anniversary June 22 in Omaha, 
the head office city. Mrs. Dora Alex- 
ander Talley, national president, re- 
ported more than 2,300 reservations 
have been made by members to attend 
the commemorative ceremonies. <A 
“Golden Anniversary Welfare Club” 
was formed through which in excess of 
1,000 mémbers have contributed to the 





Woodmen Circle educational fund thy 
is used in connection with aged men, 
bers and orphans of members who hay, 
died. 





American Woodmen Figures 


The quadrennial convention of Amer, 
can Woodmen of Denver will be held 
Aug. 10-15 in Denver, the executiz 
council decided at a meeting. Assets x 
of Dec. 31 were reported to be $3,419. 
796, increase $119,193. Adult and juyye 
nile membership totaled 38,556 and jp. 
surance in force $16,972,667. The society 
is celebrating its 40th year. ; 


Non-medical Bill Passes Senate 


The Iowa senate passed S. F, jy 
which would authorize fraternal soci. 
ties organized primarily for sick an 
death benefits to write non-medical poli. 
cies without regard to age up to $300, 








Progress on Library Project 

A project initiated by the Nation 
Kraternal Congress at its Baltimore ap. 
nual meeting to canvass public libraries 
in this country to find those willing to 
accept fraternal societies’ monthly mag. 
zines for their reading rooms, is making 
‘rogress under direction of Foster fF 
Farrell, N. F. C. secretary-treasurer and 
manager. Mr. Farrell found there were 
6,588 public libraries, which figure doe 
not include institutional, university or 
law libraries. He consulted officials of 
the Chicago public library as to proper 
procedure and in line with this has re. 
quested member societies to send in- 
quiries directly to the librarians with 
copies of their publications. This actir- 
ity is a part of the N. F. C. public rek- 
tions work. 





Dio W. Dunham, editor of Equitable 
Reserve, Neenah, Wis., was reappointed 
by Governor Heil of Wisconsin for a 
second term on the state pardon board 








Double Indemnity Allowed 
If Injury Aggravates Disease 


The United States court of appeals 
eighth circuit, reverses the lower cout 
in Clay County Cotton Company ¥s. 
Home Life of New York. The deceased 
was a member of a partnership which 
was incorporated into the plaintiff com- 
pany. Business insurance was carried, 
the cotton company being the beneficiary. 
At the time the policies were issued the 
deceased was required to pay an addi 
tional premium due to poor physica 
condition. He subsequently applied for 
and received an accidental death benelfit 
on_ his policy. 

While riding horseback, he received 
several jolts and was shaken and jerked 
several times. Later that day he became 
ill and died within five days. The com 
pany denied liability for the accidentd 
death benefit, claiming that death did 
not result from any accidental injuries 
sustained, but that it was caused by cel 
tain infirmities previously existing. The 
court said it is a rule in Arkansas that 
a company will be liable for the accidet 
tal death benefit if death results from a 
aggravation of a disease by accidenta 
injury even though it be shown that the 
disease in time would of itself caus 
death. The higher court holds that the 
lower court erred in directing a verdit! 
for the Home Life. 

Central Ohio Congress March | 


COLUMBUS, O.—The Central Ohio 
22nd sales congress will be held het 
March 15. Charles W. Griffith, Jom 
Hancock Mutual, is in charge. : 

Among the speakers will be Charles 


L. Kluss of Hewitt & Kluss, insurance | 


brokers, Chicago, and Dewey Maso? 
Aetna Life, Syracuse, N. Y- . 
Brown, new football coach at Ohic 
State, will appear at the luncheon. 





Melbourne Scherman, formerly ase 
ant general agent of State Mutual — 
has been named manager for Americ 
Mutual Life at St. Louis. 
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Lawyers Responsible for Court 
Attitude Toward Companies 


“As members of the legal profession, 
we cannot escape the major responsibil- 
ity for the attitude which the courts 
have toward insurance companies,” 
Owen Rall, member of the law firm of 
| Fkart & Peterson, told the Chicago Life 
Lawyers Club. “Lawyers, to a very 
large extent, determine the claims pol- 
icy of a company and they certainly can- 
not deny responsibility for the argu- 
ments which they advance in behalf of 
companies when matters get into court. 
“I think that to some extent a wide- 
spread attitude among insurance law- 
yers that the courts are prejudiced 
against insurance companies tends to 
bring about in and of itself a certain 
amount of the very prejudice of which 
we complain. The fellow who is looking 
for trouble usually finds it. 

“In evaluating the fairness or unfair- 
ness of the attitude of the courts toward 
insurance companies, we ought to be 
honest with ourselves and recognize the 
position of power which our clients oc- 
cupy. The courts, of course, do not let 
us forget that. Most of us are sick, 
almost to the point of nausea, with the 
reiterated statement that ambiguities ina 
policy are to be construed against the 
company, but a moment’s reflection will 
indicate the essential soundness of that 
rule. There is probably no contract 
which in its main outline is as inflexible 
as a life insurance policy. Statutory 
rules against discrimination between 
policyholders of the same class tie the 
hands of the company and prevent the 
making of special provisions and there 
is probably no contract on earth quite 
like an insurance policy in this, that 
you either take what the company has 
to offer or you don’t buy it. There are, 
of course, some other aspects which 
grow out of statutory regulations and 
out of competition, but in the main I 
think you will all agree that the power 
of the company to write the policy does 
give it a tremendous advantage in any 
combat which later arises between the 
policyholder and the company. It is 
this, and only this, which the court 
means when it says that doubtful 
language of a policy is to be construed 
against the company. 


Company’s Superior Position 


“But the largest advantage a com- 
pany has does not, in my opinion, grow 
out of the power to write the policy, but 
rather is inherent in the superior posi- 
tion which the very nature of its busi- 
ness and its large size gives it. The 
whole theory of insurance is an aggre- 
gation of capital to spread out risks 
which ordinarily would fall on individ- 
uals. It operates on the law of averages 
and in its legal relations with its policy- 
olders can neither be harassed to the 
point of surrender by the smallness of 
the Stake involved in a particular claim, 
nor intimidated by the substantial 
— which may be involved in such 

im, 


USE POWER WISELY 








‘Those of us who have spent sleep- 
less nights in concern over the affairs of 
individual clients must concede how 
much less onerous is the task of repre- 
senting a client like an insurance com- 
pany. In representing such a company, 
oe 1S power in our hands which it be- 
looves us to use wisely. When this 
Power is not used wisely, must we not 
expect the courts to apply the correc- 
rng My own experience has been that 
7€ courts usually try to be fair. When 
we are inclined to think otherwise, a 
800d antidote is to pause and reflect 
= the great power which our client 
Places in our hands when it employs us 
to represent it. 

‘a hat is the best method of getting 
_ court to decide in our favor? We 
: a favorable decisions chiefly by 

aking the judges want to decide the 





cases in our favor. So, put the equities 
out in front. This has two strong ad- 
vantages, first, that it makes you search 


* your own soul to find out whether your 


position really does have equity. If you 
have satisfied yourself on that score 
then, second, you are in a position to 
urge the equities on the court. 

“Do not refuse to come to grips with 
questions of fact by seeking the easier 
and seemingly more certain test on the 
question of law. When you try a case 
on a question of fact and give that ques- 
tion everything you have, you gain 
something when it comes to the deci- 
sion of your legal points even though 
you get beat on the question of fact. If 
you rely solely on a question of law you 
usually appear to be urging a technical- 
ity and fail to show the court that there 
are really two sides to the dispute be- 
tween you and the claimant. If the 
judge realizes that there is a real dispute 
on the facts, even though he feels pow- 
erless to take the case away from the 
jury in the trial court or feels unwilling 
to reverse on a question of fact in the 
reviewing court, does not the judge 
subconsciously give you a better break 
when he comes to decide your questions 
of law? 


WRONG ATTITUDE 


“T am critical of the attitude of some 
lawyers who represent insurance com- 
panies appealing everything that they 
lose. I submit that much bad precedent 
for all companies has been made by a 
few companies who seem to look upon 
the court as an arena in which to justify 
the company’s every act, rather than as 
a social method for the adjudication of 
particular disputes between Mary Doe 
and the company. 

“You have had the experience, I am 
sure, of having a good law point in a 
close case where the equities really were 
with you ruined by some earlier deci- 
sion involving the same point rendered 
in a case where the court had the feel- 
ing that the company was relying on a 
mere technicality. The trouble with a 
rule of law is that once it is established 
it falls with equal harshness on the just 
as well as on the unjust defense which 
you are seeking to make. 


Need for Common Sense 


“On questions of policy construction, 
it seems to me that we are too inclined 
to rely on cases and not enough on com- 
mon sense. There is, of course, no form 
of litigation fraught with the possibili- 
ties for good and evil for all insurance 
companies that compares with a case in- 
volving the construction of a policy of 
one company. In cases of policy con- 
struction we ought to try to find a rea- 
son for the rule—an argument with 
some human appeal, something that will 
make the judge want to decide the 
question properly. This may be some- 
thing which to us seems too common- 
place for argument, probably because 
we are too close to the forest to see the 
trees. 

“It is commonplace to you and to me 
that certainty is essential to the security 
of the whole institution of life insurance. 
This is the reason that undisclosed 
liabilities and retroactive allowance of 
disability benefits by judicial fiat and 
the wide-open interpretation of the pro- 
visions intended for the benefit of the 
policyholders are so dangerous. Unless 
the company knows what insurance is 
in force it may be living in a fool’s 
paradise. The courts ought to realize 
these things, but remember they are 
dealing with a different kind of case 
every day. It is up to us who think we 
know something about insurance law 
not to overlook the commonplace. 

“For another thing, we ought not to 
let the courts forget that they see what 
we might call the ‘seamy’ side of the 
insurance business. They see only the 








disputed claims. They probably have no 
real comprehension of the vast number 
of claims which are paid without argu- 
ment and certainly without litigation. In 
a case involving questions of policy 
construction that fact can always be em- 
phasized in connection with the argu- 
ment that the particular case is impor- 
tant not for itself alone, but because of 
the scores of cases which will be settled 
upon the basis of the court’s decision. 
Another thing, judges realize that hard 
cases make bad law and we ought to 
face that fact in argument as well as in 
our thinking. 


Statutes Rule Forms 


“The rule of construction that all am- 
biguities are to be resolved against the 
company comes from the fact that the 
company writes the policy. Wherever 
the statute dictates the terminology of 
the policy, even though the statute was 
taken from a standard form originally 
prepared by the company, this rule 
ought not to hold true. I do not know 
whether the courts have ever given a 
different interpretation to language re- 
quired by a statute than to the same 
language chosen bv the company, but 
on the good old American principle that 
no one ought to be penalized for doing 
what he has to do, it seems to me well 
worth while when arguing the construc- 
tion of a policy to call attention to the 
fact, if it be a fact, that the statute com- 
pels the company to use the particular 
language under consideration. It seems 
to me, also, that in treating the theory 
that the company writes the policy, 
there may be times when the company’s 
attorney may with propriety refer to 
the fact that competition to a large ex- 
tent does dictate the form of the lan- 
guage selected by the company. 


Human Element Important 


“In short, anything which will show 
the court that the company is not a 
great beast running around defrauding 
widows and orphans is worth mention- 
ing. Those of us who have represented 
life insurance companies know how pro- 
foundly they accept the social responsi- 
bility which is theirs of dealing justly 
with their policyholders. It seems to mie 
that we ought on every appropriate oc- 
casion to let the world know that that 
is the fact. 


GOOD ARGUMENT 


“One very effective argument, if your 
case will support it, is that the plaintiff 
is trying to get something for nothing. 
Maybe this is not as applicable to life 
insurance cases as to casualty insurance 
cases. I have had success in cases of 
that type where a question of the extent 
of coverage was involved by arguing 
that the plaintiff had not paid for the 
protection which he was seeking. Some 
of the casualty companies, because the 
rules applicable to their policies are not 
so rigorous as those applied to life in- 
surance companies, are pretty bad of- 
fenders in the use of riders. I know of 
a case where a company had taken an 
owners policy insuring him against lia- 
bility arising out of the ownership of 
an automobile and had then slapped a 
rider on the policy which provided that 
it should not apply to owned automo- 
biles but that it should apply only to 
the contingent liability of the assured as 
an employer. The two forms of cover- 
age are in many respects quite dissim- 
ilar, and the plaintiff seemed in a fair 
way to get the policy construed against 
the company because of ambiguity. I 
really think that the argument that won 
the case was that the assured paid about 
$3.05 for contingent coverage and that 
the premiums on full coverage would 
have been about $43. That argument, it 
seemed to me, was infinitely more effec- 
tive with the court than all the cases 
on the question of construction. With 
some notable exceptions, this type of 
argument does not always find its way 
into the opinion of the court, but never- 
theless I feel that arguments of this 
kind which put the equities out in front 
ought to be the first consideration of 
any insurance counsel in an upper court. 








Chicago Bank Offering to 

Liquidate Policy Loans 

A suburban national bank near Chi- 
cago which did not identify itself other 
than as “GM276,” a key number, ad- 
vertised in the Chicago “Tribune” Sun- 
day to lend money on life policies for 
a year or more at less than the life 
companies’ interest rate, on a_ basis 
which provides full protection under 
the policy in event of the policyholder’s 
death. It was stated the deal would be 
direct, with no brokerage fee or ex- 
pense. 

The loan will be automatically insured 
under a non-medical blanket policy up 
to $3,000 so that in case of death the 
loan will be paid off in full so the 
beneficiary would receive the entire pro- 
ceeds of the policy. The bank stated 
it pays the premium on the blanket 
policy. 

For all ages under 55, the policyholder 
can borrow up to the full loan value at 
5 percent interest for $1,000 or more 
and 5% percent between $500 and $1,000. 
For over age 55 rates range between 314 
percent and 4 percent on loans of $500 
or over, the appeal being to save in- 
terest rates. 


Danger If Interest Rate Rises 


Some banks in the midwest and east 
previously have advertised similarly. 
The life companies, of course, are op- 
posed to this liquidating of their policy 
loans, there being two reasons: First 
they consider their policy loans the best 
investment they have today; second they 
always fear that if the going interest 
rate of commercial banks should go 
above that charged policyholders on 
loans of this type, the loans will be 
called and the bankers will seek to get 
the policy cash values under the policy 
assignment which the borrower must 
make to get the loan. 

Banks of the country are flush with 
money that is not working and in the 
present low interest era can offer very 
low rates. Life men point out that it 
is not to the interest of the policyholder 
and his family to have the banks placed 
in control of the policy, and that this 
factor more than offsets the slight sav- 
ing in interest rates. The life compa- 
nies must charge a higher rate than the 
going rate on commercial loans or else 
they will be competing with the banks 
as a lending medium. In most states the 
interest rate is stipulated in the insur- 
ance laws. Policy loans are emergency 
loans, or should be, and it is advantage- 
ous to have a higher rate that will dis- 
courage a general practice of borrowing 
from the life companies. 

Efforts of leading life insurance men 
to reach an agreement with bankers op- 
posing the raiding of policy cash values 
and deliberate campaigns to make loans 
against these at interest rates lower than 
life companies can afford to quote or are 
empowered by law to offer, have been 
unsuccessful. 


Meet New Nebraska Director 


Members of the Insurance Institute of 
Nebraska had their first opportunity to 
meet C. C. Fraizer, new insurance 
director, at the meeting in Lincoln. The 
director was introduced by W. B. Lehm- 
kuhl, secretary American Reserve Life, 
Institute president. He made informal 
remarks, inviting the cooperation of 
companies in administration of the 
department. B. B. Gribble, department 
actuary, was a guest and spoke briefly. 
The next meeting will be March 11 in 
Omaha. : 











Naturally, this usually also means put- 
ting the equities out in front in the trial 
court.” 

In summary, Mr. Rall suggested, first, 
that “we keep our chins up and stop 
feeling licked before we get into the 
courtroom, second, that we put the 
equities out in front, and third, that we 
save our big ammunition, solemn ques- 
tions of policy interpretation of legal 
argument, for the cases which merit 
them.” 
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AGENCY MANAGEMENT 





Lacy Addresses 
San Antonio Group 


President O. J. Lacy of California- 
Western States Life addressed the San 
Antonio Life Managers Club on morale 
building. He was introduced by D. O. 
Johnson, San Antonio general agent 
Minnesota Mutual. 

The agent asks four questions, Mr. 
Lacy said: What is the attitude of the 
manager toward me? What type of per- 
sonality does my manager have? What 
skill and ability does the manager have 
that will help me? What kind of a job 
do I have compared with other jobs? 

“If I attempt to do the job of a man- 
ager,” he said, “it is my duty to see that 
the situation in my agency will be such 
that he feels that he has a good job. It 
Pita business to see that it is a good 
job. 

“Tt is in the agency meeting that the 
tune-up should come. Outside thoughts 
should be removed through the agency 
meeting, and the agent should go out 
from the meeting ready for his work in 
the field. 


Development of General Agent 


“We found a young man in the north- 
west Pacific Coast country of excellent 
qualities, but so bashful he could not 
ask a prospect to see him during the 
business hours. He had to secure all his 
interviews in the evenings while the 
prospects were at home. We determined 
to change his attitude. We had to sell 
him on the ideals of the business and 
the service which it is rendering. He 
had to start where he should have been 
years before. 

“After a time, this young man came 
into the home office and enthusiastically 
presented a plan for canvassing, He 
was told, ‘I do not know that I think 
much of that plan’ The young man 
came back with, ‘I do not care what you 


think. It works for me, and I am going 
to use it.” This young man had devel- 
oped what you need—confidence in 


yourself and your plan. 

“This bashful young man had devel- 
oped self-confidence and his own 
method of work. He took public speak- 
ing so that he could make an effective 
talk to any group, and he has developed 
into an outstanding general agent and 
producer. No man who comes into his 
agency is permitted to go out to sell un- 
til he has been taught thoroughly the 
rudiments of the business. He seldom 
has a failure. When he finds a man will 
not study, he sends that man away. 


Changed Failure to Success 


“T asked him how he drilled his men. 
He replied that he first requires a man 
to learn a short canvass. The learning 
of this requires two days. Then he re- 
quires the agent to learn a long canvass 
which requires 10 days for its mastery. 
This man who lives in a rented house 
and who was in debt now owns a fine 
home and is free from debt. This man 
who was headed for failure has been 
changed to a success. 

“One of the three most necessary 
steps in building an agency is building 
morale. Build morale from the bottom 
up. A man is not capable unless he is 
taught how to do the things which he 
should do. He must be taught how to 
do things well. Until you do this for a 
man he has no opportunity You can’t 
do much for the man who will not do 
something for himself.” 





Plan Mid-West Management 
Conference in Indianapolis 


The Indianapolis General Agents & 
Managers Association will again spon- 
sor a mid-west management conference 
to be held in Indianapolis May 26. At- 
tendance will be limited to 175, with no 
company officials or home office repre- 
sentatives present. It is desired to pre- 








vent the conference from becoming of 
unwieldy proportions. The date selected 
will also give those who attend an op- 
portunity to see some of the qualification 
trials at the Indianapolis Motor Speed- 
way prior to the big race May 30. 





Financing Is Discussed 

ST. PAUL—Financing agents was re- 
viewed by the St. Paul Life Managers & 
General Agents Association in a round 
table discussion. There was a division 
in views although all agreed the prac- 
tice often brought on “agency head- 
aches.” Among the points stressed were: 

Financing new agents, without some 
investment on their part, is unsatisfac- 
tory. The loss sustained by a general 
agent on money advanced to his agents, 
is taken care of by the total volume of 
the agency business. The goal of all 
agencies should be to get their agents 
out of debt. 

There was some discussion of legaliz- 
ing an aviation rider in Minnesota, and 
it is probable a bill providing for that 
will be introduced in the state legisla- 
ture. It was decided to invite Commis- 
sioner Johnson as guest at the next 
meeting. 





Carson Cincinnati Double Header 


CINCINNATI—E. L. Carson, man- 
ager Equitable Society, Milwaukee, will 
speak at a meeting of the Associated 
Life General Agents & Managers Fri- 
day at Hotel Gibson, on “How I Hope 
to Increase My Agency Production “in 
1941.” Mr. Carson also addressed the 
Cincinnati Life Underwriters Associa- 
tion Thursday. 


Shoemaker Speaks in Newark 


NEWARK—G. P. Shoemaker, New 
York City general agent Provident Mu- 
tual Life, spoke here on “Selling the 
Estate Program” before the Life 
Agency Supervisors Association of 
Northern New Jersey. 





Pittsburgh Supervisors Hear Dern 


A. L. Dern, vice-president and direc- 
tor of agencies Lincoln National Life, 
spoke on “The Supervisor’s Job” at this 
week’s meeting of the Pittsburgh Super- 
visors Club. 


LEGISLATION 


Combined Coverage Bill Is 
Introduced in Michigan 


LANSING, MICH.—Senator Ham- 
mond has introduced a department-sup- 
ported bill providing for the licensing 
of companies whose corporate powers in 
their home states exceed those permitted 
the same class of carriers in Michigan. 
Conflicting opinions by attorney-gen- 
erals in the past make it desirable to 
have the code clarified. 

The bill provides that carriers can “by 
proper corporate action,” limit their 
corporate powers as to Michigan busi- 
ness, thus bringing them within this 
state’s incorporation provisions. The in- 
surance department would be permitted 
considerable discretion in denying ad- 
mission to foreign companies, writing a 
combination of fire, casualty or life lines. 











Companies seeking new or renewal 
licenses would be required to elect the 
particular statute under which they 


would operate. 

Representative Adams has introduced 
a bill providing that insurance compa- 
nies and others selling annuities and 
investment contracts must post with the 
state treasurer acceptable security cover- 
ing the entire cash value of the contracts 
in effect in Michigan. A $100,000 initial 
deposit is required. 

Senator Hammond has introduced a 
bill providing that no industrial com- 





pany, through adherence to a uniform 
accounting date for all policyholders, 
may collect a full month’s premium 
without giving a full month’s protection. 





Bills in Illinois Exempt 
Agents from Job Cover 


Representative Topping has introduced 
an amendment to the Llinois unemploy- 
ment compensation act specitically ex- 
empting insurance agents from its pro- 
visions, as does the federal law. ‘This 
bill is supported by the Illinois insur- 
ance advisory committee. The same ex- 
emption is contained in a bill that is 
sponsored by labor interests, but the 
labor bill also contains a provision for 
unemployment benefits for workers who 
are ill, regardless of whether they can 
return to their jobs. The insurance 
people feel that such a provision is in- 
directly a state health insurance scheme 
and they desired not to have the insur- 
ance agent exemption issue coupled to 
that issue. 

A bill permitting insurers to invest 
33% percent of assets in securities and 
bonds of municipalities, railroads, and 
other organization has been introduced 
in the Illinois legislature by Represen- 
tative Topping. The present law per- 
mits 25 percent of assets to be so 
invested. 

The bill, presented at the request of 
insurance companies, has the approval 
of the Illinois department, its sponsor 
said. It also would add the University 
of Illinois Foundation to organizations 
whose bonds are approved investments. 





Bill to Reconcile Capital Law 


A bill is pending in the Michigan 
legislature to authorize a company with 
$225,000 capital to do both lite and an 
accident and health business. The pres- 
ent requirement is $300,000, although a 
company may do a life business only 
with $200,000 and exclusively accident 
and health business with $25,000. 





Missouri—Regulation of burial socie- 
ties—with an estimated total membership 
in excess of 1,000,000—is sought in a 
bill placing them under the attorney- 
general's office instead of the insurance 
department. The associations now in 
existence would be permitted to incor- 
porate under the new act and would be 
allowed to operate either on the basis of 
collecting annual dues or by assess- 
ments on members. New associations 
would have to have at least 3,000 mem- 
bers before they could be licensed. 

Nebraska—Senator C. P. Peterson’s 
cooperative farm purchase bill has re- 
ceived a committee recommendation for 
passage by a vote of 6 to 3. 

Mr. Peterson, who is general counsel 
Bankers Life of Nebraska, said that he 
had not yet been able to fully sell his 
idea to the officials of his own company, 
but that he had tried to present the pic- 
ture to a number of eastern insurance 
company executives. The bill eliminates 
the legal requirement for a_ specific 
down payment on farms. 

Pennsylvania—A move to abolish the 
requirement of the Pennsylvania de- 
partment of public assistance that relief 
clients cancel all life insurance in their 
families in excess of $500 has been 
started by the introduction of a resolu- 
tion by Senator Haluska, directing the 
department to discontinue the ruling. 

Ohio—At the request of the Ohio in- 
surance division a bill has been intro- 
duced in the senate to amend provisions 
for mutualizing stock life companies. 
The present law does not make clear 
and adequate provision for dissenting 
shareholders and it makes no provision 
for the operation of a mutual life com- 
pany after the policyholders of a stock 
company have purchased the company 
and mutualized it. The new bill clari- 
fies these points. 





W. C. Safford. vice-president of the 
Western & Southern Life, is convalesc- 
ing at Good Samaritan hospital, Cincin- 
nati, after an appendectomy. 


. tioned by W. R. White, New You 
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State or Government Life 
Insurance Hinted by Officig| 


NEW YORK—Low-cost life ingy. 
ance offered by the state or possibly y 
the federal government as an altern,. 
tive to a more active participation by 
savings banks of New York state iy 
savings bank life insurance was me. 


state superintendent of banks in an aq. 
dress before a savngs bank group, Be. 
cause of the importance of his positio, 
in the state government and because 
the progressive social ideas of Governo, 
Lehman and particularly Lieut.-Gover. 
nor Charles Poletti, Mr. White’s state. 








ment has stirred much speculation her ~ 
among insurance men as to what might i Chica 
be behind his reference to state or fe 7 4 
eral low cost life insurance. His yp. — 
mark was made in course of gently fee 
chiding savings bankers for not embra. cs" 
ing savings bank life insurance mor talk : 
extensively. he * 
Mr. White said: re C 
“There is another service already ae 
being offered by some savings banks es 
and authorized to be performed by ali millio 
of them, which should not be overlooked York 
by management which is thinking ser- a 
ously about the future. I refer to say. the f 
ings bank life insurance. Here, again, expla 
is a financial service intended for the Mon th 
benefit of the average citizen. By per. how 
mitting your institutions to offer this The 
service, the state in effect has recog. such 
nized an unfilled need in the lives of the B entht 
very people you are committed to serve, for h 
The question is whether the savings willir 
banks will provide this additional sery- frien 
ice which in purpose is closely akin to pros| 
that which you already offer. Or will ing § 
they wait for the state or perhaps the Ta 
federal government to offer low-cost life Hew 
insurance through other channels? | that 
merely raise the question. It is for the taint 
banks to decide, but I submit that in still 
reaching a decision management should livin: 
be guided by the spirit which prompted’ Ther 
the beginning and has accounted for the clien 
success of the savings bank movement.” there 
gree 
au . M . 
Guardian Graph Estate” se 
Making Hit in Field ye 
Guardian Life is getting excellent re- fit, 
sults with its “Guardian Graph Estate,” Buil 
which has been used extensively by cam 
agents of the company for about two inte! 
years. Lynn S. Broaddus, Chicago man- lead 
ager, credits it with the majority of sales a 
in his office. mos 
The “Guardian Graph Estate” is 4 ade 
simplified programming device. The a-C 
first page of the spiral bound booklet Mis 


shows the different life insurance needs, I 


specific lump sum requirements, such as by 

cleanup funds and educational funds and to « 
income needs for different periods, such esse 
as until the prospect’s children are L 
through school, for the prospect’s widow eve 
from then on and for the prospect at re bus 
tirement. Following this is a sheet 0 whi 
similar graph paper in blank, on which bec 
the prospect’s individual needs can be rea 
indicated. A sliding rule enables the hav 
prospect to chart his own income needs the 
for different periods. ing 
Simplifies Sale Six 


Following these pages is an informa F =| 
tion blank on which the salient facts o 
a prospect’s situation can be outlined. 
With the aid of the information indi- 
cated on the graph by the prospect an 























that obtained by the questionnaire, the ia ing 
agent can present the prospect with an FAI: 
easily understood summary of present |= fin 
insurance, recommended arrangements [7 cat 
and new insurance needed to take cat¢ ity 
of his needs. ver | 

Guardian Life agents are convince : 
that the simplicity of the “Guard lif 
Graph Estate,” plus the fact that > . 
prospect computes his own needs, faci A * 
tates interviews and gets action mor be 
quickly than any system used prev! a 
ously. 6 

Archie B. Klein has been appointed ek 
assistant general agent of State gees ce 
Life in the William H. Van Sic A 








agency at St. Louis. 
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Sales Ideas and Suggestions 











Ten Chicago Speakers Cover 


Pertinent Sales Suggestions 


The joint meeting of the Chicago As- 


F sociation of Life Underwriters and _ the 
' Chicago chapter of the Chartered Life 


Underwriters presented an_ interesting 
deviation from the routine of regular 
monthly meetings. Instead of an in- 
vited outside speaker, 10 three minute 
talks were given by Chicago agents, su- 
pervisors and general agents who hold 
the C. L. U. degree and who have ap- 
peared on national association conven- 
tion programs. Harry R. Schultz, Ver- 
million agency of Mutual Life of New 
York, presided as chairman. 

Louis Behr, Equitable Society, opened 
the program with “Prospecting.” He 
explained that his methods were based 
on the supposition that the agent knows 
how to prospect better than the client. 
The agent should present his services in 
such a manner that it makes his client 
enthusiastic over what has been done 
for him to the extent that the client is 
willing to recommend the agent to a 
friend. In other words, Mr. Behr’s 
prospecting begins at end of the preced- 
ing sale. 

Taking “The Approach,” Edwin S. 
Hewitt, E. S. Hewitt & Associates, said 
that in spite of the insecurity and uncer- 
tainty of world conditions today, people 
still must solve the problem of daily 
living and personal economic planning. 
Therefore, the agent should tell the 
client that even in this world turmoil 
there is a wav he can bring about a de- 
gree of certainty in his economic plan- 
ning—with life insurance. 


Success Methods of Leaders 


_ Miss Lorraine Sinton, Mutual Bene- 
fit, speaking on “Practical Prestige 
Building,” said that three questions 
came to her as a result of her student 
interest in the success methods of the 
leaders: 

What prestige building plan is the 
most popular, assuming the agent has 
adequate knowledge of the business and 
a credible life insurance performance? 
Miss Sinton listed public speaking. 

Is there any success secret possessed 
by all leaders? She feels that a desire 
to excell and a purposeful program are 
essential. 

Do the big producers ever feel low— 
ever get badly discouraged with the 
business and their place in it; and, if so, 
what do they do? Miss Sinton said all 
become discouraged at times, but the 
reason they have succeeded is that they 
have found a theme to restore faith in 
themselves, either by relaxation, read- 
Ing, study, etc. 


Six Unique Aspects 


_ Life insurance is 
instalment purchase 
vidual can create an estate today which 
didn’t exist yesterday, said Earl M. 
Schwemm, Great-West Life, while list- 
ing “Unique Aspects of Life Insurance.” 
Also, disability does not destroy the 
financial program, because arrangements 
can be made so that with total disabil- 
Ity deposits due will be waived. 

Only through life insurance can a 
definite guaranteed income be paid for 
life, Mr. Schwemm continued. And it 
is the only property available in Illinois 
whereby the owner can have all rights 
of control and still not have the values 
attached by creditors. 

He said that with life insurance a per- 
son can arrange transfer of property by 
contract rather than by will and thus 
eliminate all transfer costs, legal fees, 
court costs and state inheritance taxes. 
Also, when payable to a named benefi- 


the only form of 
whereby an _ indi- 


ciary, it is the only kind of property 
that is given a specific exemption by the 
federal government in respect to federal 
estate taxes. 

Give the prospect something he can 
see and touch, said Walter N. Hiller, 
Penn Mutual Life, stressing “Motiva- 
tion.’ Show the client a long discarded 
bank book and point out how a bank 
doesn’t remind you to add to your ac- 
count when you stop deposits, as does 
the insurance company when you fail 
to pay premiums on the retirement in- 
come plan. Obtain a picture of the 25 
year employe who is being presented 
with a scroll and watch by his employer 
and make the client realize how much 
happier this man might have been had 
he been presented a payment on a pen- 
sion plan. 

Miss Sara Frances Jones, Equitable 
Society, discussing “Programming,” said 
that by careful analysis of the client’s 
insurance and by programming his vari- 
ous contracts, the agent can furnish a 
definite amount of cash for a cleanup 
fund, cash for emergency and cash for 
debts and unpaid taxes. In anticipa- 
tion of the client’s death, the agent 
should arrange for the wife a larger 
amount of cash during the first year 
after the policies become a claim, a defi- 
nite monthly income until the youngest 
child has finished school, and a life in- 
come for the wife thereafter. 

Comparing the pip on a newly hatched 
chick’s bill to the close of a sale, Paul 
W. Cook, Mutual Benefit Life, gave an 
amusing account of “The Close.” In 
making a sale, like the farmer who 


wants to hatch some chicks, the agent 
picks a good egg. He turns on the heat. 
Along the line he inspects the egg care- 
fully to see how it is developing. 
is no good, he throws it out. 


If it 
But if it 


is good, he keeps on heating it until the 
egg breaks and the sale is born. “Like 
the close of the sale, the pip on the little 
chick’s nose is what breaks the egg.” 


Juvenile Clientele Future Prospects 


Outlining the advantages of “Juvenile 
Insurance,” Miss Helen Zepp, Equitable 
Society, said that a sizable juvenile cli- 
entele will help solve that prospecting 
problem in future years. Today, with 
the changed attitude of the large com- 
panies on juvenile insurance, the agent 
can now sell to the entire family and 
gain the confidence of future buyers 
when they are still in their young and 
impressionable years. 

Charles J. Zimmerman, Connecticut 
Mutual Life, speaking on “Selling To- 
day,” gave some pointers on securing 
a definite date for the postponed inter- 
view. He said it was a good idea at 
the end of the first interview to write 
down the future date in front of the 
prospect and suggest he do the same 
thing. Write him a letter reminding 
him again, send some good sales ma- 
terial and tell him to save money for the 
premium. In preparation for the inter- 
view check age change and dividend ac- 
cumulations on old policies which might 
help pay for the new one. Prepare a 
simple program. Stress the points that 
were of particular interest to him in the 
first interview, freshen up motivating 
material and be prepared to be forceful 
in presentation. 

John Todd, H. S. Vail & Sons, closed 
the program with “Why Limit Your- 
self.” He said that everything that is 
being contemplated todav may have at 
one time seemed impossible. The suc- 
cessful salesman knows where he is go- 
ing and has firm belief in his ability to 
accomplish tasks he never thought him- 
self capable of performing. 





An optimist is a fellow who takes the 
cold water thrown on his ideas and heats 
it with enthusiasm, makes steam, and 
then pushes ahead. 














“—beats me how he does it, but he always figures—'think big and you'll get 


on 


big. 


Maduro Calls for Better 
Arrangement of Policies 


Many valuable benefits of life poli- 
cies which could operate to relieve un- 
due stress in providing cash for pay- 
ment of taxes have been withheld from 
policyholders’ families by agents and at- 
torneys, due to improper arrangement, 
D. B. Maduro, counsel New York City 
Life Underwriters Association, declared 
in a talk on the use of life insurance in 
meeting tax obligations, given in the 
series of lectures for lawyers and agents 
sponsored by the association. There is 
only a limited number of cases, he said. 
in which it would be more _ beneficial 
to use life insurance to provide cash for 
payment of estate taxes than to use it 
for the personal needs of the insured’s 
family and other dependents. 

Mr. Maduro analyzed the federal es- 
tate tax law and the obligations im- 
posed on executors and beneficiaries of 
a will: to provide cash to pay taxes, to 
provide that cash within a reanired time, 
and to provide it without loss to assets 
of the estate. He said life insurance is 
designed to meet and fulfill those obli- 
gations in the most economical manner. 
Federal estate tax liabilities should be 
amortized during the lifetime of the tax- 
paver. 

Various methods of arranging life in- 
surance to enable it to meet those es- 
tate obligations in various cases were 
explained, with the advantages and dis- 
advantages in having the insurance pay- 
able to the executor, to individual bene- 
ficiaries, or to a trustee under a life in- 
surance trust. 

Problems in drafting wills created by 
reason of the fact that life insurance 
forms part of a taxable estate were dis- 
cussed. Mr. Maduro explained the fed- 
eral estate tax law as it applies to life 
insurance. 

He expressed the opinion that under 
the expressed wording of T. 5032, 
test of taxability of life insurance 
was either incidents of ownership or 
payment of premiums, and until there 
is a change in the ruling or in the stat- 
ute law it is not sufficient for anyone 
to presume that the test of taxability is 
limited to premium payments. 





Family Income Policy Made 
to Fit Business Situations 


The family income policy has much 
to offer those who do not have a family 
income problem, according to the “Rec- 
ord,” magazine of Mutual Trust Life. 

A business is seldom sold for all cash. 
Most of the transactions are instalment 
sales—down payment with balance pay- 
able over a period of time. It is a good 
sale for the seller only if he is paid. If 
the purchaser steps in as manager of 
the business, the chances of the seller 
being paid in full depends upon the 
chances of the purchaser-manager con- 
tinuing to live. Here is where insur- 
ance on the life of the purchaser-man- 
ager fits into the picture and guarantees 
the balance of the purchase price to the 
seller. 

Taking out insurance on the life of 
the purchaser is not only a good busi- 
ness deal for the seller, but also for 
the purchaser himself because in the 
event of his death the business is re- 
lieved of the purchase price. The family 
income policy can be made to meet this 
situation. Thus, the policy can be used 
effectively in all business situations 
where the obligation and the need for 
protection are diminishing steadily. 





Overestimating your ability mav lead 
you to a fall; but underestimating it robs 
you of the nerve to make a start. 






















































































24 


HieNATIONAL UNDERWRITER 





February 21, 194) 





NEWS OF LIFE 


ASSOCIATIONS 





Thobaben Resigns 
Cleveland Post 


CLEVELAND—George H. Thoba- 
ben, managing director Cleveland Life 
Underwriters Association, has resigned 
after 12 years of service to join Banks 
& Transue, northeastern Ohio general 
agents, Penn Mutual. 

Mr. Thobaben is known from coast 
to coast because of his activities. Not 
only did he display an unusually high 
degree of efficiency in association man- 
agement, but he exhibited a personality 
and character which brought him friends 
by the scores. He leaves the association 
office because of greater opportunities 
offered him in the agency field. He 
will continue working out of Cleveland 
and will be an active member of the 
association he directed. 

During his 12 years in office, the 
Cleveland association increased to a 
membership of over 700—one of the 
strongest in the country. 

The Cleveland association paid high 
tribute to Mr. Thobaben at its February 
meeting at which he was the guest of 
honor. Seated at the speakers’ table 
were the past presidents of the associa- 
tion who had served during his term of 
office. Also present was R. L. Bowen, 
former Ohio superintendent of insur- 
ance. In behalf of the association, Mr. 
Bowen presented Mr. Thobaben a 
camera. Lauding Mr. Thobaben’s work, 
Mr. Bowen said he was known as the 
“All-Seeing Eye” of the life insurance 
business in this section. 

R. M. Norris, president, wished Mr. 
Thobaben success in his future work. 


Michigan Commissioner and 
Governor to Be Honored 


LANSING, MICH.—The Michigan 
State Life Underwriters Association and 
Lansing association are planning a ban- 
quet March 5 to welcome Eugene P. 
Berry, the new insurance commissioner, 
and Governor Van Wagoner. Webb 
Evans is general chairman for the host 
association. 

It is anticipated all affiliated local as- 
sociations will have representatives in at- 
tendance and many company guests are 
expected. Honor guests, in addition to 
the two named, will be members of the 
legislature’s insurance committees. Mat- 
ters important to policyholders will be 
discussed. 


Wright Is lowa Headliner 


The Iowa Association of Life Under- 
writers will hold its annual meeting and 
sales congress June 6-7 at Cedar Rap- 
ids. Harry T. Wright, Equitable So- 
ciety, Chicago, president National asso- 
ciation, will be present. Oscar Ander- 
son, general agent Equitable Life of 
Iowa, is general chairman; Wallace 
Darling, general agent Bankers Life, is 
program chairman, and C. V. Shepherd, 
general agent National Life of Vermont, 
publicity chairman. The Quarter Million 
Dollar Club will meet June 6 in con- 
nection with the state program. 


Book Hobbs. Houze in Okla. City 


Phil B. Hobbs, manager of Equitable 
Society, Chicago, and W. M. Houze, 
John Hancock Mutual, president Chi- 
cago Association of Life Underwriters, 
have been booked to address the Okla- 
homa City Life Underwriters Associa- 
tion Wednesday noon, March 26. They 
will arrive in Oklahoma City late Tues- 
day afternoon and will be the center of 
attraction at a dinner of the general 
agents and managers. After that meet- 
ing about 10 to 12 from Oklahoma City 
will leave with Hobbs and Houze for 
Wichita to attend the mid-year meet- 
ing of the National Association of Life 
Underwriters. ; 





: Amarillo; -‘Tex.—A. W. Hogue, Dallas, 
Texas manager,. Business, Men's . ASsur- 


ance, spoke to more than 75 at the meet- 
ing of the Northwest Texas association 
on “Life Situations.” He stated that in 
1940 more than $2,600,000 in death claim 
payments were made each day. F. B. 
Martin, president of the association, and 
supervisor in Amarillo for the B. M. A., 
presided. 


Cleveland—Life insurance as a true 
democratic institution is the backbone 
of the nation as well as of the insured’s 
estate, Roderick Pirnie, Providence, R. L., 
general agent Massachusetts Mutual, de- 
clared. 

To prospect successfully, the agent 
should first get a plan that will create 
desire and induce action, Mr. Pirnie said. 
Second, he should keep everlastingly at 
that plan. Taking up new ideas here 
and there and sticking to nothing gets 
no results. 


Fort Dodge, Ia.—Phil Orchard, mana- 
ger Northwestern National Life, Sioux 
City, Ia., talked on “Your Responsibility 
to Your Job.” There were 33 in attend- 
ance. 

Akron, 0.—Roderick Pirnie, general 
agent for Massachusetts Mutual at Provi- 
dence, R. I., discussed ‘‘Life Insurance, 
the Backbone of the Estate.” Aaron 
Rubright, John Hancock Mutual, was 
honored. He was presented by H. T. 
Waller, Northwestern Mutual, who called 
attention to his consistent success at 
well past 70. Mr. Rubright entered the 
business at the age of 20. He has been 
in Akron since 1909. 


Columbus, 0.—Judd C. Benson, man- 
ager home office agency Union Central 
Life, Cincinnati, spoke on “The Tech- 
nique of the Approach.” The association 
will hold a sales congress March 15. 
Arrangements are being made for life 
insurance speakers to. appear before the 
senior high schools of Columbus and vi- 
ecinity. It will issue 100 percent certifi- 
cates to all agencies of three or more 
members all of which are members. 


Oklahoma City—T. M. Green, Massa- 
chusetts Mutual; Frank Fondielle, Phoe- 
nix Mutual, and Homer Jamison, Equi- 
table Society, have been appointed on 
the “On to Wichita’ committee. 


Salt Lake City-—Lieut. F. Edward Wal- 
ker, former president, now state inspec- 
tor of selective service, spoke at the 
February meeting. Frank Mozley, gen- 
eral chairman for the Feb. 26 sales con- 
gress, outlined the program. In addi- 
tion to National President Harry T. 
Wright, speakers will include Dr. R. L. 
yarff, University of Utah, and 8. G. Hale, 


Mutual Life of New York, Salt Lake 
City. 
Richmond, Wa.— Reason and_ logic 


alone are not sufficient to complete a 
sale successfully, J. W. Tyson, Richmond 
general agent Massachusetts Mutual, 
declared in his talk on “Closing.” They 
may secure agreement but not action, 
he said. To get action, some motivat- 
ing appeal is necessary. In order to 
make this appeal the agent must above 
all be a sincere believer in life insur- 
ance. Guy Sheppard, Mutual Life of 
New York, spoke on “Prospecting” and 
J. D. Vilbiss, Connecticut General, on 
“Work Habits.” 


Springfield, Mo.—Paul French, presi- 
dent Missouri association and general 
agent New York Life, Kansas City, dis- 
cussed reasons for success or failure in 
the life insurance business at the 
monthly meeting. Reasons for failure 
he said are insufficient exposure, inade- 
quate prospects and inefficient presen- 





tation. Behind this is the agent’s atti- 
tude toward life insurance and life 
itself. Success factors are enthusiasm 


and attitude, understanding of needs 
and uses of life insurance, habit of do- 
ing a full day’s work, habit of skill in 
prospecting, selling skill and knowl- 
edge of life insurance mechanics. C.K. 
Martin, president, presided and W. L. 
Coonrod was acting secretary. He is 
state educational committee chairman 
and Springfield membership chairman. 


San Angelo, Tex.—Ben H. Williams, 
director of sales of the Southwestern 
Life of Dallas, discussed sales pointers 
that give the prospect the motive to 
buy. The heart knows reasons for buy- 
ing life insurance of which the head 
never heard, he declared. 

A recommendation supporting the 
holding of a west Texas sales congress 
annually in rotation among the local 
associations in that territory was 
adopted. Amarillo has made a bid for 
the next sales congress. 

Corpus Christi, Tex.—Members and 
their guestS were entertained at the 
home of I. M. Alexander, Pacific Mutual 


Life, and Mrs. Alexander following the 
February business meeting. Jul B. Bau- 
mann, Pacific Mutual Life, Houston, 
president of the Texas association, was 
the principal speaker. 

New Castle, Pa.—John E. Davis, Mas- 
sachusetts Mutual, president Pittsburgh 
association, spoke Thursday. 

Pittsburgh—Nearly 225 heard Gale F. 
Johnston, divisional group manager 
Metropolitan Life, St. Louis, speak on 
“Life Insurance Selling—a Profession.” 
Fifty new members were inducted. 

Dallas—Business insurance is essen- 
tially life insurance applied to business 
needs and does not apply only to big 
business interests, Leon Gilbert Simon, 
Equitable Society, New York, said. 
Three-fourths of the business insurance 
cases are for providing funds with 
which a surviving partner can buy the 
interest of his deceased partner. The 
average business insurance policy is 
small, about $8,000, he said, and such 
insurance is just as important to a small 
firm as a $5,000 or $10,000 life policy is 
to the widow of a laboring man. 


Flint, Mich.—Life insurance as a solu- 
tion for tax problems was the theme of 
a round-table discussion. Speakers in- 
cluded W. E. Strong, L. W. Brevier, L. 
E. McLaughlin, H. C. Dewey and Carl 
Swayze. Milton Pollack arranged the 
program. 


Dodge City, Kan.—Plans were made 
for “On to Wichita” for the National 
association mid-year meeting March 27- 
29, and for “Grant Taggart Day” March 
26 in Dodge City when agents from 
southwest Kansas will be invited to 
hear the National association secretary. 


Milwaukee—J. O. Todd, Chicago, as- 
sociated with H. S. Vail & Sons, spoke 
on “Programming.” President Frank 
Hughes opened the meeting and turned 
it over to Leslie Eaton, president Mil- 
waukee C. L. U. chapter which spon- 
sored the session. Mr. Eaton spoke 
briefly on development of the C. L. U. 
movement. 

Portland, Ore. A resolution for a 
change in by-laws concerning dues for 
out-of-town members was passed. A 
committee report on cooperation between 
life underwriters and attorneys was dis- 
cussed and will be given additional 
study by means of printed copies to be 
mailed to members. The report on com- 
pensation for agents also, it was 
decided, required further study. <A spe- 
cial meeting was held to discuss the lat- 
ter subject. 

Indianapolis—G. E. Ellison, field super- 
visor Life of Virginia, addressed the 
luncheon meeting Feb. 20 on “Family 
and Retirement Income.” O. D. Prit- 
chard presided. Mr. Ellison formerly 
was a resident of Indianapolis and was 
supervisor of visual training of the 
Rough Notes Company. He has closed 
more than $1,000,000 a year for several 
years, 


Wichita, Kan.—A “Take It or Leave 
It” quiz program was directed by, Levi 
B. Rymph, Aetna Life. 


Jackson, Mich.— George E. Lackey, 
Detroit general agent Massachusetts 
Mutual Life, discussed “Kinship of Law 
and Life Insurance” at a joint dinner 
meeting with the Jackson County Bar 
Association. 

“The responsibility of the men in the 
life insurance business,” Mr. Lackey 
said, “is to establish a friendly relation- 
ship with lawyers and certified public 
accountants, to tell them the place that 
life insurance and annuities have in 
corporate and private affairs, and ex- 
plain the many exemptions granted by 
the federal government to the life in- 
surance estate.” He praised attorneys 
and probate judges of Michigan, saying 
the state is fortunate in that in several 
cities of the state they are “conscien- 
tiously endeavoring to familiarize them- 
selves with means of coordinating life 
insurance and annuities with the gen- 
eral estate.” 

Santa Barbara— The Southern Cali- 
fornia Caravan of the Los Angeles asso- 
ciation provided the program, with 
Homer Chaney, Ron Stever and Philip 
Von Rolph as speakers. Vice-chairman 
Hal Morgan presided and Roy Ray 
Roberts, national trustee, conveyed the 
good wishes of both the state and Na- 
tional associations, while Rockwood 
Nelson gave the greeting for the Los 
Angeles association. 


Thirty-five agents of the Carolina Life 
from the Sumter district were guests of 
the company at a banquet in recognition 
of their record in 1940. President A. B. 
Langley presided at the banquet. 








Military Service & Life Insurance .an- 
Swers all: your questions. © 50c; National 
Underwriter. “yess 


POLICIES — 


Premiums for Texas Life 
Policies Are Increased 


Premiums for Texas Life policies hare 
been increased about 2% to 3 Percent 
The new rate book has been Prepare/ 
with the idea of making it a selling to 
in addition to a source of informatio, 
Policy descriptions and underwriting 
practices are written in a style that e. 
courages reading them aloud to the pro 
pect. Even substandard insurance is 
handled in a way that should make such 
policies easy to place. Some of the ne 
premiums appear in the accompanying 
table: 





Premium Rates per $1,000 


Ret. 
End. 20 End. 20 Ine. 10 
Age Pay. Age Year 65 Year 
85 Life 65 End. Mi. Tem 
10 $11.80 $19.49 $13.26 $40.74 $14.73 
15 12.91 20.84 14.88 41.05 "16.74 $¢ij 
20 14.39 22.50 17.00 41.53 19.41 "sy 
25 16.24 24.68 19.78 42.01 29:39 87 
30 18.61 27.23 23.52 42.67 27.92 9% 
35 21.75 30.38 28.81 43.71 34:38 10.05 
40 25.95 34.33 36.59 45.29 43:73 114 
45 31.65 39.42 47.85 47.85 58.09 144) 
50 39.53 46.16 187-29 52.09 82.86 19.31 

5 47 55. : 03 132. 
60 65.96 68.4 sees BORD an ie 


Eastern Life Makes Changes 
in Rates and Values 


Eastern Life has increased its schedule 
of surrender values up to and including 
the fifteenth year, and its life, endow. 
ment and retirement premiums except 
for a few decreases at some older ages, 
There is no change for the company’s 
special form. The retirement plans 
were increased by adopting the female 
rates for male lives. A portion of the 
new premium schedule is here shown: 


20 20 Ins. with Annuity 

Ord. Pay Year Age Age Age 

Age Life Life End. 55 60 65 
15 $12.57 $20.77 $42.69 $25.61 $20.33 $16.75 
20 13.94 22.64 42.88 31.47 23.98 19.37 
25 15.77 24.77 43.06 39.48 29.29 22.81 
30 18.20 27.85 43.40 51.02 36.62 27.61 
35 21.37 30.54 44.13 69.33 47.22 34.48 
40 25.58 34.54 45.50 99.12 64.00 44.34 
45 31.15 39.55 47.86 160.92 91.07 59. 
50 38.55 45.94 51.67 . 146.89 84.39 
55 48.59 54.24 57.64 oo oe 184.50 
60 62.70 65.40 66.82 alee 
Lutheran Mutual Double Dividend 


Directors of Lutheran Mutual Life of 
Waverly, Ia., at a meeting in Chicago, 
voted to declare a double dividend to 
policyholders for the dividend year 
commencing July 1. Similar double 
dividends were declared in 1937 and in 
1939. The amount appropriated for 
dividends for 1941 is $450,000. The di- 
rectors also voted to pay a dividend of 
75 cents per $1,000 on the double 1n- 
demnity benefit. _— 

After setting up the proper liability 
items for the payment of double div- 
dends this year, the contingent reserve 
is $516,454 and unassigned. surplus $694, 
160, and excepting those two funds the 
ratio of assets to liabilities is still 1!! 
percent. 











Managers Trade Posts 


Charles H. Juergens and F. L. Steph- 
ens of Mutual Benefit Health & Acc 
dent Association and United, Benefit 
Life have exchanged managerial post 
tions. The transfer places Mr. Juergen 
in New York City as manager; 
Stephens in Kansas City as managet. 

Mr. Juergens was formerly a member 
of the home office claim and legal . 
partments before taking charge og a 
Kansas City office. Mr. Stephens i® 
been with the companies since He 
when he started as claim adjuster. 
was born near Kansas City. 
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Holgar J. Johnson, president Institute of Life Insurance (center) who was 
introduced by Mayor Rodgers of Dallas (left) when he made the principal talk 
before the annual inspirational meeting of the Dallas Salesmanship Club, whose 
head is Sam Dickinson (right). Mr. Johnson also participated in the tri-city 
sales congress of the Texas Association of Life Underwriters while in Texas. 
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The Pilot Life’s four top ranking agents were honored at its Hollywood ) 
Beach convention: Seated, left to right, are: J. W. Underwood, president 
Convention Club; Emry C. Green, president Pilot Life; S. E. Evans, first 
vice-president Convention Club. Standing: H. D. Waldrop, vice-chieftain 
McAlister Clan; R. O. Browning, chieftain McAlister Clan and second 
vice-president Convention Club; and J. M. Waddell, vice-president and 
agency manager. The caps are those of the McAlister Clan. 
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Accelerated production keynoted the 

'dend meeting of U. S. managers of Great-West 
Sat Life in Chicago last week. In charge of 
Ale ol : the annual conference were H. A. H. Baker, 
. assistant general manager and superintend- 
ent of agencies, and E. R. Ferguson, super- 
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ahs hundred years of service for the Northwestern Mutual Life were represented Back row: H. B. Irwin, Oklahoma City; George Stiller, El Dorado, Kan.; A. P. 

‘il q ne veterans of the Henry W. Laffer western Kansas general agency at Mr. Laffer’s Reece, Pratt, 25; R. T. Reed, Wichita, 20; H. E. Crooks, Salina, 19; J. N. Floyd. 
Ver anniversary celebration held in Wichita. Front row from left to right, with Arkansas City, 30; H. F. Weelborg, Concordia, 14; F. H. Templeton, Great Bend, 23; 

—, service years, are: E. H. Anderson, Topeka, 55; P. M. Anderson, Wichita, 55; J. C. Renfrew, Hutchinson, 25; and F. L. Hill, Beloit, 13. 

aati Emerson, assistant director of agencies; H. W. Laffer, Wichita, 25; E. G. Fassel. Also awarded service pins but not pictured were: B. R. Bolinger, 17; G. €. Weber, 

oat: actuary; C. Q. Chandler, Wichita, trustee and member executive committee; 16; L. R. Chandler, 14; T. W. Wiltrout, Jr.. 14; D. B. Rankin, 13; H. C. Hill. 12; 

and 4. 0. Laffer, Jewell, Kan., 31. B. E. Matthews, 11; and C. C. Hardy, 10. 
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A. D. Sutherland, Detroit general agent, 
won the President’s Cup in 1940, the high- 
est honor awarded by the Home Life of 
New York every year for the best agency 
development. 





The Wichita committee chairmen for the mid-year meeting of the National Association of Life Underwriters there March 27-2 
met at the Wichita airport to check up on progress to date. The committee inspected air transportation facilities. Wichita, near 
the geographical center of the U. S., can be reached from any section by air in a few hours. 

Standing before a Braniff plane are: Earl Reed, Equitable of Iowa, housing; L. R. Porter, Lincoln National, hospitality; 0. 
Lynn Smith, Connecticut Mutual, entertainment; M. F. Mulconery, New York Life, attendance; Bert A. Hedges, Business Men's 
Assurance, publicity; Riley Cunningham, Metropolitan, ticket sales; Levi Rymph, Aetna, C.L.U. activities; H. P. Lindsley, Farm 


ers & Bankers, finance. 


On steps: W. E. Moore, Pacific Mutual, arrangements; S. G. Glover, National Life & Accident, decorations. On the top step 
is Lee Wandling, Equitable Society, general chairman, who asserted his right to stand next to charming Braniff hostess, 
Frank Frisbie, Prudential, ticket sales, and Clayton Mammel, Farmers & Bankers, meetings, were not present. 


Two veterans, each with 55 years of 
service, were honored at the 25th anni- 
versary celebration of the H. W. Laffer 
general agency of the Northwestern Mu- 
tual Life in Wichita. 

E. H. Anderson (left) of Topeka is one of the leaders in number of policies sold 
in Kansas, while P. M. Anderson (right) is a volume leader, having been a million 
dollar producer for several years. Between the two they have placed approximately 
$30,000,000 for the Northwestern Mutual in Kansas. 


Judge Lewis T. Carpenter (standing), vice-president and general counsel, and 
President A. Morgan Duke (seated) of Southland Life, talking it over at the com- 
pany’s annual managers’ meeting in Dallas. 





Home Life of New York has awarded five agency honor plaques to (left to right) 
Leo Minuskin, head of the Paterson agency, who won the quality business plaques 
A. D. Sutherland, Detroit, who won the consistent producers plaque as well a 
President’s Cup, the highest award; A. R. Klein, Chicago, who was awarded the 7 
organization plaque for adding an outstanding group of new men during the a 
and James F. Ramsey, Chicago, who had the greatest percentage of men pro¢ ied 
beyond a specified amount of insurance, thereby winning the quality orgamiz 


plaque for his second year. 





